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Whirlpool inaugurates larg- 
est Data-Phone system to 
speed handling of orders 
and supplies. Here an order 
clerk of New York distributor 
orders supplies from Whirl- 
pool via Data-Phone and 
data transmission equip- 
ment. Story on page 38. 
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upgrading 
service? 


. onpeR xy. 
° in Be sure of smooth, orderly growth as you 
ie — ge ADDITIONS meet stepped-up service demands. Plan 


your expansion program well in advance 
NO VW ! and order additions to your XY system 
" early. With STROMBERG-CARLSON® equip- 
ment on hand, you'll grow without grow- 
ing pains. Expansion and modernization 
will be quick and easy. 

So that you may have that equipment 
on schedule, we must pre-plan our engi- 
neering, our raw material purchases, and 
our manufacturing operations—all based 
on your needs. Place your order sufficiently 
early and eliminate the possibility of delay, 
disappointment, and expense. 

Our sales engineering force will help you 
with your complete expansion program. 
The Stromberg-Carlson office near you has 
all the facts. In Atlanta, call: 875-7467; 
Chicago: STate 2-4235; Kansas City: 
HArrison 1-6618; Rochester: HUbbard 
2-2200; San Francisco: OXford 7-3630. 
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As up-to-the-minute as tomorrow night, as modern 


as next year, as advanced as 1965! 


This is the high styled LEICH CORDLESS PBX 
with its neat, trim lines and compact proportions. Its 
typewriter size means it occupies only a small corner 
of the desk. 


It's hard to imagine that a device can look so nice 
and also improve your subscriber's telephone service 
so materially. And any one can operate this sleekly 
efficient communications center after a short orien- 
tation period. 


The LEICH CORDLESS PBX is so attractive and 
so efficient, in fact, that it sells itself to subscribers 
when you expose them to its charms. It’s available in 
20, 16, and 12 line capacities with 5 connecting circuits 
and 5 central office trunks. Stock delivery on 20 and 
12 line models. Automatic Electric Sales Corporation, 
Northlake, Illinois. 


AUTOMATIC ELECTRIC 


GENERAL TELEPHONE & ELECTRONICS Cy 





“Mother, may I stay “Ts it all right 
for the basketball game?” if Jack comes for dinner?” 





‘Sally, I brought 
the wrong book home!” Youth must be served 


And no one knows it better than the 
telephone industry. Teen-agers of today’s 
generation seem to have been born with 
receivers in their hands. Their enthusiasm 
for phoning is well known! 


Because they do telephone so much, we 
want to help these young people acquire 
good habits and favorable attitudes toward 
the service as they grow older. These are 
the objectives of a Bell System advertising 
campaign which appears in Seventeen, A meri- 
can Girl, Co-Ed, Ingenue, and other maga- 
zines catering to this youthful audience. 


Each advertisement portrays a situation 
in which the telephone is used thoughtfully, 
or courteously, or to help make plans and 
get things done. 


Looking ahead, we know that the girls 
we are talking to are the homemakers of 
tomorrow. Every telephone company bene- 
fits from the fact that they are learning now 
how useful and convenient the telephone 
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AE reduces your supply 





inventory with 
lO fast-service 


warehouses 
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DALLAS 7, TEXAS 
1227 Slocum St. 
Area Code 214, Riverside 1-6512 


HONOLULU, HAWAII 


JOHNSON CITY, N. Y. 
158 Corliss Ave. 
Area Code 518, RA 9-4996 


KANSAS CITY 8, MO. 


2021 Main St. 
Area Code 816, HArrison 1-7575 


LOS ANGELES 64, CALIF. 
11401 W. Pico Bivd. 
Area Code 213, GRanite 8-0171 


NORTHLAKE, ILL. 
Area Code 312, Phone 345-7111 


PORTLAND 10, ORE. 
2360 N. W. Quimby St. 
Area Code 503, CApital 3-7244 


RICHMOND 21, VIRGINIA 


2915 Moore St. 
Area Code 703, ELgin 8-9280 


TAMPA 11, FLORIDA 


5126 S. Lois St. 
Phone 835-1481 


YOUNGSTOWN, OHIO 
3651 Connecticut Ave. 
Area Code 216 
SWeetbriar 2-1417 
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Like to reduce your supply inventory? AE can help you 
with 10 fast-service warehouses offering the largest supply 
stocks in the industry. 


You order only the supplies you currently need. When 
you need more, your AE warehouse ships the materials right 
away. 

Each of the 10 AE warehouses carries large stocks to ship 
your order complete—normally on the same day it’s received. 
In case of emergency or unusually large orders, our back- 
up stocks at other nearby warehouses assure you of fast 
delivery. 

Reduce your inventory problems by ordering from the AE 
warehouse in your area. Our complete stocks and efficient 
handling give you the finest service in the industry. 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 
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"Lenkurt 45-class carrier is a universal 
system..." 


"Universal 7" 


"Yes! We can use the facilities we now have, for transmission 
over open wire, cable or radio—and always interconnect at 
carrier frequencies." 


"That sounds simple enough 1" 


"It is—because Lenkurt designed it that way. And you know, this simplicity 
means a lot to us. We only have to have one kind of system to cover 

all three methods of transmission. So we don't have to go shopping all 

over to get equipment that's compatible. We save on equipment costs— 

because we don't have to carry so many spare parts. And our maintenance people 
only have to learn how to service one kind of system." 


"Sounds like a good investment!" 
"Right! And perhaps the most remarkable thing of all is that when 
you go from wire to cable to radio—you can do it without degrading 


transmission quality. It's done at carrier frequencies, 
so you save money, too!" 


"Then 'universal' is certainly the right word for Lenkurt 45-class carrier." 
If you'd like to continue to use your existing facilities, build on then, 
maintain toll quality transmission—and reap the many savings indicated 
above—let your Lenkurt representative show you how 45-class 

carrier can be helpful for your particular systen. 


Lenkurt Electric Co., Inc., San Carlos, California. Offices in 
Atlanta, Chicago, Dallas, Minneapolis, New York and San Carlos. 


Specialists in VIDEO, VOICE and DATA TRANSMISSION 


LENKURT ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 





FLASHES 
AND PLUGS 


THE “‘PLUNGE’’ PRECIPITATE. According to the AP, Harold 
Hacker, director of the Rochester, N.Y., Public Library, received a 
telephone call from an insistent young woman who asked: 

“What's the nearest state where there’s no waiting period for a 
couple to get married?” 

“If you'll wait just a moment,” said the librarian, “I'll look up 
that information for you.” 

“Well, I wish you’d hurry,” said the would-be bride, “I’m call- 
ing from a paystation, and my boy friend is parked out front with 
the motor running.” 


BIFOCALS, YES—CONTACTS, NO. In the “I don’t believe it” 
category, is the story of a man who telephoned a newspaper, and 
said he was stopped on Hollywood, Cal.’s Sunset Blvd. by a police- 
man who asked, as usual, to see his driver’s license. 

On inspecting it, the officer said, “I notice you’re not wearing 
glasses.” 

The motorist said, “I have contacts.” 

The officer retorted, “I don’t care who you know—ii says here 
you’re supposed to wear glasses when you drive.” 


TOUCH-TYPE STORY. From Maurice E. Kennedy, Los Angeles 
(Cal.) County Director of Communications, comes this big city 
story: 

The city editor, who had been informed that a wire had fallen 
across Main Street in a storm, summoned two reporters to cover 
the story. 

“No one knows whether that wire is alive or not,” said the 
editor, “So one of you touch it, and the other is to write the story.” 


JOYOUS DECISION FOR JOY. Joy Stock of Pittsburgh, Pa. was 
reported back in New York City on Apr. 12 following a 15-hour 
flight to London, England, where she stayed only half an hour. 

On her arrival in London, she found a transatlantic telephone 
call waiting for her. Her answer, apparently, placed a deep accent 
on the positive, for on her return to the U.S., she explained her 
unusual behavior with the simple statement: “I’m going home to 
get married.” 


THE NUMBERS HAVE HIM. This subscriber plea recently reached 
a telephone company: 

“Dear Sirs: Please put my unlisted number back in the phone 
book. The darn thing’s gotten so long, I can never remember it.” 


Change of Address 


Please notify your local postmaster and the Circula- 
tion Department of TELEPHONY (608 S. Dearborn St., 
Chicago 5, Ill.) of change of address. Change cannot be 
made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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Need Fastest Delivery? 


OLLINS 


Collins MX-106 Transistorized Carrier provides up to 600 toll-quality voice channels, saving up to 80% in space and 90% in power consumption 


The call: Recently a customer called Collins for 1,560 channel ends of MX-106 Transistorized Carrier. Delivered: 
Within 90 days! Whatever your communication requirements — early in-service date or special capability — 
take advantage of Collins volume production of the industry’s broadest microwave and carrier product line. O If 
your operation calls for fast delivery of quality equipment, call Collins... Dallas, area code 214, ADams 5-2331. 


Collins Radio Company, Dallas, Texas. 


COLLINS 
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New Exide-Ironclad telephone battery gives you today’s highest economy 


PAY PASTED PLATE PRICE 
—GET TWENTY YEARS’ LIFE 


Don’t let old buying habits keep you from getting the 
maximum economy in a telephone battery. The sta- 
tionary Exide-Ironclad is a battery with a proven 
potential of 20 years—and probably has more. Yet 
it’s priced right down at the level you would expect 
to pay for a pasted plate battery. 


The reason is very simple. This unique battery design 
packs more power per pound than other types. And 
it has built-in protection against the two worst 
enemies of battery life: shedding and corrosion. The 
net result is maximum battery life per dollar of cost, 
plus savings of up to 50% in shipping weight charges 
and floor space requirements. 


Exide offers an illustrated bulletin with specific tech- 
nical details on this battery. Send for your copy. 
Also ask for information on the other Exide tele- 
phone batteries: Exide-Tytex with Silvium* or cal- 
cium grids, the long life Exide-Manchex Planté, and 
the low-maintenance pocket positive nickel-cadmium. 
Write Exide Industrial Marketing Division, The Elec- 
tric Storage Battery Company, Philadelphia 20, Pa. 


EXIDE POWER PACKAGE for maximum economy 


Get your complete battery power package from this 
one dependable source: the Exide battery you need, 
the Exide rectifier to match, and the service of 
Exide factory-trained technicians to keep both in 
top condition. 


*Exide's patented grid alloy, proved up to 100% more 
corrosion resistant than regular lead-antimony grids. 


The Exide-Ironclad positive plate 
Active material is held securely in- 
side the square-shaped tubes—in 
good contact with the corrosion- 
resistant Silvium grid. Electrolyte 
has free access through tiny pores. 
Result: long battery life, plus more 
power per pound and unit volume 
than any other stationary battery. 


Exide 


INDUSTRIAL MARKETING DIVISION 
The Electric Storage Battery Company (ss) 
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Complete, compact John Deere 1010 unit 
equips you for buried plant construction 


Number, please? We call it the 
**1010”’ Crawler with 230A Cable Plow. 
Many telephone companies call it a 
truly low-cost way to realize all the 
advantages of buried-wire construc- 
tion. And they’re right, as the per- 
formance of the machine demonstrates. 

Light-footed and maneuverable 
enough for efficient drop wire work in 
residential areas, the “‘1010”’ also has 
what it takes for dependable service 
on those marathon RFD runs. 

The unit lays multiple pairs of wire, 
or insulated cable up to 1-13/16 inches 
in diameter, to any depth from 6 to 
28 inches. Remaining cut at the sur- 


face is negligible—quickly compacted 
by the line truck or tractor. 

Wire or cable is inserted in the cable 
guide without cutting, threading or 
splicing. Entire cable channel is opened 
by removal of a locking pin. Roller- 
equipped guides gently direct the cable 
through the plow. 

Look in your own yellow pages for 
the name of the John Deere dealer 
serving your area. He’ll be pleased to 
arrange a demonstration for you. If 
long-term leasing might meet your 
needs, he has the facts on that, too. 

John Deere, 3300 River Drive, 
Moline, Illinois. 
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TRACTORS 
BACKHOES 
CABLE PLOWS 
AND 
CONSTRUCTION 
EQUIPMENT 





This drawing will give you 

some idea as to why so few 
people in the Middle Ages ever 
survived to enjoy middie age. Not 
so the Warren Transistor Power 
Pack, however. This complete 
transistorized power, ringing, and 
tone supply for PBX, PAX, and 
PABX installations positively re- 
fuses to age. It requires no nursing. 
There is no maintenance problem, 
Here are other money-saving features: 
+«.N0 standby equipment is 
needed where batteries are used in 
PBX (both ringing and tone 
generators are dc operated) 


... initial cost is lower than the 
cost of buying individual com- 
ponents separately. 


... this unit packs more power 
(up to 20 amps) in less space than 
any other power pack available. 


Warren offers a complete line: 
seven 24-volt models and seven 
48-volt models, none of which look 
like the one in the drawing. (We've 
corrected the situation below.) 


Please write for complete informa- 
tion. 


TYPE TFR — Transistor Float Rectifiers 
TYPE TPP — Transistor Power Packs 


TYPE TMR — Transistor Ringing 
Generators (25 & 50 Watt) 


TYPE TRT — Transistor Ring Talk 
Power Supplies 


TYPE TTG — Transistor Tone Generators 
TRANSISTOR TONE LINK EQUIPMENT 


WARREN 


MANUFACTURING COMPANY 
Littleton, Massachusetts 
Tel. HUnter 6-3511 
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For reprints of this series, write 
Warren Mfg. Co., Littteton, Mass. 


This is what a 48 TPP 20 48 Voit, 20 Amp. 
Transistor Power Pack really looks like. 
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House of Representatives passed 

the communications satellite bill 
calling for creation of a corporation, 
to be owned half by the public and 
half by the communications compa- 
nies. 

The bill calls for a 15-man board 
of directors with six representing the 
companies, six representing the pub- 
lic and three appointed by the Presi- 
dent subject to Senate confirmation. 
The bill stated that the ground sta- 
tions could be owned either by the 
corporation or by the communications 
companies, but the FCC was instructed 
to favor ownership by the 
companies. 


B: A WHOPPING 354-9 vote, the 


private 


Congressman Moss (D., Cal.) tried 
to amend the bill to remove this in- 
struction to the FCC, maintaining that 
FCC should be free to decide the ques- 
tion on the basis of the public interest. 
Government-ownership leader’ Rep. 
Emanuel Celler (D., N. Y.) supported 
Moss and stated that the “profitability 
lies in the ground stations—nowhere 
else.” He reminded the legislators that 
the Kennedy administration favored 
such an amendment, but the junior 
solons weren’t impressed. They 
feated the amendment 116-33. 

Congressman Ryan (D., N. Y.) of- 
fered an amendment calling for gov- 
ernment ownership of the system, but 
it was soundly defeated by a 
vote. 


de- 


voice 


At one point in the two-day debate, 
Celler, long a critic of the Bell System, 
said, “AT&T has successfully avoided 
regulation on earth. Divine guidance 
will be necessary to regulate AT&T 
if it is permitted to expand its domain 
into space.” 

Only one amendment proposed by 
the liberals was accepted by the 
House. This would extend the terms 
of the three board members appointed 
by the President from one year to 
three years. Another change, approved 
by voice vote, would require the cor- 
poration to reimburse the State De- 
partment for any expenses it incurred 
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IN THE 


NATION’S CAPITAL 


BY LAWRENCE J. HOGAN, WASHINGTON EDITOR 
and President, Larry Hogan Associates, 
Public Relations Firm. 


House passes communications satellite bill calling for pri- 
vately owned corporation and giving both the corporation 
and communications carriers right to own ground stations. 
... TV via satellite tested. ... ETV law enacted. . . . Presi- 
dent addresses U.S. Chamber of Commerce. 


while negotiating communication trea- 
ties with foreign countries. 

The bill provides that no company 
can vote for more than three candi- 
dates for the satellite corporation’s 
board of directors, and, if the com- 
munications companies collectively do 
not buy their allotted portion of stock, 
their representation on the board 
would be reduced proportionately to 
their stock participation. Although the 
administration originally requested 
that the price of the stock be sold to 
the public at $1,000 per share, the 
House-passed bill (as well as the bill 
pending in the Senate) places the 
maximum cost of the stock at $100. No 
individual or syndicate outside the 
communications companies could own 
more than 10 per cent of the stock. 

The Senate bill, very similar to that 
passed by the House, is pending before 
the Commerce Committee. The meas- 
ure is expected to pass the Senate 
but not without vociferous opposition 
by Sen. Estes Kefauver (D., Tenn.) and 
other government-ownership advo- 
cates. 


TV Via Satellite Tested 


While the House moved toward pas- 
sage of the space communications bill, 
the U. S. Air Force announced the 
first transmission of television pic- 
tures via an orbiting communications 
satellite. 


The transmission was between Camp 
Parks, Cal., and Middlestone Hill, 
Mass., a distance of about 2,700 miles. 
The TV signals were bounced off this 
country’s two-year-old Echo I satel- 
lite, a 100-foot balloon which is now 


partly 
orbit. 

Echo I was about 1,000 miles above 
the earth at the time. The feat was 
made possible by very high frequency 
—8,350 megacycles—broadcasting and 
receiving equipment built by the Mas- 
sachusetts Institute of Technology in 
a not yet successful attempt to detect 
tiny radio-reflecting “needles” in 
space. 

The equipment was used on Apr. 
24 to broadcast a television picture of 
a sign showing the letters, “MIT.” Two 
days later the satellite successfully 
reflected television pictures showing 
a cowboy on a horse and a trained 
seal in action. An MIT spokesman 
said the pictures were “of poor quality, 
but recognizable.”’ He said the partial 
deflation of Echo I and its somewhat 
erratic movements have reduced its re- 
flecting capability by about 50 per 
cent. 


deflated and wayward in its 


Air-Ground Service Proposed 


On May 2, the FCC invited com- 
ments on a proposal to amend Part 21 
of its Domestic Public Radio Services 
rules to establish a nationwide public 
air-ground radio-telephone _ service, 
based on a Jan. 31 petition by the 
American Telephone & Telegraph 
Co. to permit regular public radio- 
telephone service in the 454.675-455 
and 459.675-460 Mc bands between air- 
craft and the ground telephone system. 

Development of this service started 
in 1957 when the commission author- 
ized AT&T developmental stations in 
Chicago and Detroit, and additional 
stations in Pittsburgh, Washington and 
New York City in 1960. In 1960-1961, 
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the commission provided frequencies 
for such service from those allocated 
for telephone company public land 
mobile operations. AT&T now believes 
that the results warrant putting the 
system on a regular basis. 

AT&T proposes to operate initially 
with six pairs of frequency-modulated 
communication channels in the 450 Mc 
mobile band with 50 ke channel sep- 
aration. It would establish a series of 
ground stations about 200 miles apart 
(500 miles between co-channel sta- 
tions). The system is designed for 
communication with aircraft flying at 
an altitude of 5,000 feet or more above 
average terrain. Contact by lower alti- 
tude aircraft having shorter commu- 
nication range would be limited to the 
vicinity of major air terminals or along 
chief air routes. In general, the owner 
of the participating aircraft would pro- 
vide his own airborne station equip- 
ment. 

In its rulemaking notice the com- 
mission said, “It is not possible at 
this time to determine the ultimate 
extent to which the proposed service 
will require frequency spectrum, nor 
is it possible to foresee how additional 
spectrum would be made available if 
it is, in fact, required. Should addition- 
al channels become necessary and 


further allocation of spectrum not be 
possible, ‘split channel’ operation ap- 
pears to be the only logical solution.” 
The commission proposes to impose, 


concurrent with initiation of the sys- 
tem, certain frequency deviation and 
stability requirements. 

The FCC also granted modification 
of the five existing air-ground devel- 
opmental authorizations of Illinois Bell 
Telephone Co., Michigan Bell Tele- 
phone Co., New York Telephone Co., 
The Bell Telephone Co. of Pennsylva- 
nia, and The Chesapeake & Potomac 
Telephone Co. (D. C.). The FCC also 
granted applications for five new like 
developmental facilities for the New 
England Telephone & Telegraph Co., 
The Chesapeake & Potomac Tele- 
phone Co., (W. Va.), the Ohio Bell 
Telephone Co., Indiana Bell Telephone 
Co., and New York Telephone Co. The 
new facilities will be at Boston, Mass.; 
Beckley, W. Va.; Dayton, O.; Vin- 
cennes, Ind., and Elmira, N. Y. 

The facilities will be used for col- 
lecting traffic and other operational 
data pertinent to the proposed six- 
channel nationwide system. 

In this connection, the commission 
stated that no further ground sta- 
tions will be authorized on a develop- 
mental basis and made clear that such 
authorizations do not establish any 
“status” for the grantees in the pro- 
posed Domestic Public Air-Ground 
Radio Service. 

After years of lobbying effort by 
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Recent Quotations of Telephone Stocks 


Anglo-Canadian Tel. Co. .......... 58 
British Columbia Tel. Co. 
California Interstate Tel. Co. ...... 
California Pacific Utilities Co. 
California Water & Tel. Co. ...... 21 
Carolina Tel. & Tel. Co. .......00- 
Central Tel. Co. 

Chenango & Unadilla Tel. Corp. ... 
Cincinnati & Subn. Bell Tel. Co. ...107 
Citizens Utility Co. “A” 
Citizens Utility Co. “B” 
Commonwealth Tel. Co. 
Florida Tel. Corp. Class A 
General Tel. Corp. Common 
Hawaiian Tel. Co. 

Indiana Tel. Corp. 
Independent Tel. Corp. 
Inter-County Tel. & Tel. Co. ...... 39 
Inter-Mountain Tel. Co. .. 
Jamestown Tel. Corp. 

Lincoln Tel. & Tel. Co. 

Oe eee ee 
Middle States Tel. Co. of Illinois ... 
North Carolina Tel. Co. 

Northern Ohio Tel. 
Peoples Tel. Co. 
Pioneer Tel. Co. 
Rochester Tel. Co. 
Southeastern Tel. Co. 

Southern New England Tel. Co. .... 
Southwestern States Tel. Co. 31 
Tel. Service Co. of Ohio, Class A... 27 
TOMMMOGOGE TRE... 60k cece ccs 
Tidewater Tel. Co. 

United Utilities, Inc. .......0.ecce. 
Western Carolina Tel. Co. 

West Coast Tel. Co. 

Western Light & Tel. Co., Inc. .... 31 
Western Utility Corp. 


Teper Wem Tel. Ce. oi ck scares 
*After 2 for 1 split. 


Co. 56 


educational television broadcasters, 
President Kennedy, on May 1, signed 
into law the Educational Television Act 
(ETV) which will have wide ramifica- 
tions to telephone companies. The 
President commented, “The Educa- 
tional Television Act of 1962 will pro- 
vide vitally needed federal support for 
the construction of educational tele- 
vision stations while assuring, at the 
same time, state and local operation. 

.. This act gives... promise of 
bringing greater opportunities for per- 
sonal and cultural growth to every 
American.” (See “ETV-The Educa- 
tional Television Field” in May 5 
issue of TELEPHONY.) 

Educational television has made 
considerable progress already and this 
new law will obviously stimulate fur- 
ther growth. Sixty-three ETV stations 
are now in operation. Television can 
help extend educational opportunity 
and improve the quality of education, 
the President said. 


The law provides ETV 32 million 
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— 58 56 — 58 1.60+ Stk. 
25 Bid 88 
36 Bid 1.00+ Stk. 
32%, Last Sale 1.10 
30%— 32 1.00+ Stk. 
51144— 53 2.20 
344%4,— 3534 1.28 
291%4— 31 .36+ Stk. 
17 — 18% 
28 Bid 1.40 
303%4— 32 .96 
11%4— 12% 40 
431,— 45% 1.44 
3334— 3514 1.20 
40 
46 Bid 76 


Current Indicated 
Dividend Rate 


$1.20 


25 


9% 
— 41 40 


32% 
— 29 


31% 


stn 


dollars—in subsidies over a five-year 
period, believed to be more than the 
present total investment in education- 
al television. The money would be 
used primarily for grants calling for 
50-50 matching local or state funds. 
The money will go to any non-profit 
group that qualifies with the FCC for 
a station license. This includes uni- 
versities, local boards of education, 
libraries and non-profit organizations. 

Industry spokesmen predict that the 
new law will result in a doubling and 
possibly tripling of the number of sta- 
tions on the air within five years. 
Within 10 years, they expect the num- 
ber of stations to total 1,000, offering 
strong competition to commercial sta- 
tions in coverage and _listenership. 
They also expect to form a national 
ETV network which will give ABC, 
NBC and CBS a race for their ratings. 


FCC Chairman Newton Minow 
commented that educational television 
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Simplified Subscriber Loop Design 


UBSCRIBER LOOP design has 
S been (and still is) a major factor 
in telephone 
numerous papers 
been written and 
problems, 


plant design and 
and articles have 
published on the 
economics, etc., involved. 
With the advent of Direct Distance 
Dialing, the matter assumes greater 
importance. 

Standard practice at one time was 
to set an arbitrary transmission ob- 
jective for a given telephone office. 
This type of design was based on trunk 
losses (to reach a toll operator), plus 
loop losses not to exceed a certain 
fixed amount. Generally, this resulted 
in a minimum transmission standard 
rather than the best economically fea- 
sible transmission. Such practice also 
involved complicated engineering cal- 
culations which were outside the capa- 
bilities of many of the smaller com- 
panies. 

WHEN THE SUBJECT of local loop 
design is brought up, and technical 
literature is consulted, the following 
extracts are typical: 

(1) “In local loop design, the en- 
gineer uses the simple _ relation 
(T+R)/2.” 

(2) “. . . the net subscribers loop 
loss . . will not reduce the level of 
effective transmission below 0 db, 
(T+R)/2.” 

> i 
mission 


. the fundamental trans- 
plan (Bell Telephone) for 
Direct Distance Dialing specifies a 
standard subscriber’s circuit to meet 

a (T+R)/2 value of —2db.” 

The (T+R)/2 formula is very con- 
fusing to the man in the field, who 
can easily solve the problem IF he 
knows the vaules of T&R. These values 
vary for different loop conditions. The 
next question is, are T&R expressed as 
transmitting and receiving losses or 
power transmitted and power received? 
Discussing this with various trans- 
mission engineers, the following an- 
swers were received: 
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(1) (T+R)/2 is the average of 
transmitting and receiving loss. 
(2) The (T+R)/2 formula repre- 
sents effective performance. 

THIS IS ALL rather academic and 
means little to the man in the field 
who is confused by all this and be- 
comes more confused when he is 
forced to evaluate gains and losses in 
decibels. He gets the feeling that tech- 
nical literature on decibels has been 
compiled to confuse him further, in- 
asmuch as “gains” are shown with a 
minus sign and losses with a plus sign. 
Probing further gets him more con- 
fused as he finds “dbm”, “dba”, 
“dbRN”, “VNL”, “microwatts”’, “pico 
watts”, etc. 

Definitions and these abbreviations 
mean nothing to him. He is faced with 
the design of subscribers’ loops in his 
plant and wonders if there is any 
simplified method of accomplishing 
this without having to go to college or 
learning calculus. He also may not 
have anything but simple test equip- 
ment incapable of making (T+R)/2 
measurements, and many field men 
have the mistaken impression that all 
subscribers’ loops, existing and pro- 
posed, will require testing to make 
sure they comply with the (T+R)/2= 
—2db limit. 

ANOTHER POINT which seems to 
confuse the field engineer is when to 
load subscribers’ loops and when not 
to do so. Some literature on this sub- 
ject is not clear and specific and nu- 
merous vague statements are presented 
referring to loading required for var- 
ious wire sizes. The main definite state- 
ment found is that loading serves no 
useful purpose on circuits shorter than 
18 kilofeet. On circuits longer than 
this, various data have been published 
as recommendations or guides for 
loading on different gauges of cable. 
This also confuses the field engineer 
who estimates whether it would be 
more economical to load a 24-gauge 


cable, or to insert a length of 22 or 19- 
gauge cable and not load. 

The development and introduction 
of the 500 type subscriber’s instrument 
has had a revolutionary effect on the 
subscriber’s loop, its economics, trans- 
mission and simplification of design. 

IN FACT, the transmission perfor- 
mance of this telephone has surpassed 
the increases in central office super- 
vision limits to such an extent that 
subscriber loop design can be reduced 
to relatively basic fundamentals and 
still guarantee good _ transmission 
with maximum economy, if the follow- 
ing simple rules are followed: 

(1) Do 
limit. 


not exceed supervision 


(2) Load all long loops to elimi- 
nate distortion. 


(3) Reduce all major reflection 
and junction mismatch losses by con- 
trolling bridged taps. 
AMPLIFICATION and_ clarifica- 

tion of the above can be basically ex- 
pressed as follows: 


(1) Use any one (or two) gauges 
of cable for subscribers’ loops in an 
exchange area. The smaller gauge 
cable should be used closer to the 
central office. 


(2) Stay within the office super- 
vision limit. For the average 48-volt 
dial system, this limit may vary from 
1,200 to 1,400 ohms loop resistance. 

A safe rule to follow is to set the 
supervision limit to 1,000 ohms loop 
resistance for distribution terminals. 
This leaves a substantial margin for 
resistances of drop or service wire, 
station wire, and etc. (The super- 
visory loop resistance does not in- 
clude the resistance of the telephone 
instrument.) 

(3) Use Western Electric 300 
type sets or equivalent, on loops no 
longer than 10,000 feet from central 
office. 

(4) Use 500 type sets, or equiv- 
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Fig. 1 Loop transmission design sheet for Example 1. 
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Fig. 2 Loop transmission design sheet for Example 2. 
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Fig. 3. Loop transmission design sheet for Example 3. 


alent, on any loops up to the super- 

visory limit. 

(5) Apply voice frequency cable 
loading (H88 or D88) on all loops 
longer than 18,000 feet regardless of 
gauge or resistance. 

(6) Limit “bridged taps” on any 
loops (especially longer ones) to less 
than 6,000 feet. 

(7) Loops extending beyond the 
supervision limit must use long line 
adapters to ensure reliable dialing. 
In cases of this nature, consult the 
manufacturers of this equipment for 
advice on its use. 

A relatively simple form will greatly 
facilitate the economical design of a 
subscriber’s loop and the following ex- 
amples will clarify its use: 

EXAMPLE 1 (See Fig. 1). The loop 
is 16,000 feet from the central office 
and there is no existing cable. Draw 
a vertical line from the intersection of 
16 Kft (Point “c”) and 1,000 ohms 
(Point “d’”) on the form. It is evident 
that 16,000 feet of No. 26 AWG will 
exceed the 1,000 ohm supervision limit 
(from the form, it will be noted that 
approximately 12,000 feet of No. 26 
AWG has a loop resistance of 1,000 
ohms). 

To find the answer, draw a line from 
point “d” parallel to the 24 AWG line, 
until it intersects the 26 AWG line at 
point “b”. From this point “b”, draw 
a vertical line to point “a” which will 
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give the length of 26 AWG cable 
(approximately 5,200 feet). The amount 
of 24 AWG cable required will be the 
distance between points “a” and “c”, 
or 10,800 feet. As the loop length is 
less than 18,000 feet, loading is not re- 
quired. 

EXAMPLE 2 (See Fig. 2). The loop 
in this case is 26,000 feet from the 
central office and there is no existing 
cable. The procedure to follow will 
be similar to that explained in Fig. 1. 
At the intersection of the 26 Kiloft and 
1,000 ohm lines, point “d”, draw a 
line parallel to the 22 AWG line until it 
intersects the 24 AWG line, point 
“b”. The horizontal lengths will then 
be approximately 7,600 feet of 24 AWG 
cable and 18,400 feet of 22 AWG cable. 

However, this example differs from 
Example 1, inasmuch as the length cf 
the loop exceeds 18,000 feet, therefore, 
loading is generally used, with a spac- 
ing between loading points of 6,000 feet 
and two end-sections less than this 
figure. 

The recommended length of the first 
end-section, starting from the central 
office, is approximately 3,000 feet and 
the last end-section should have a 
minimum length of 3,000 feet. The 
single line schematics at top of Fig. 2 
show four loading points (LP1, LP2, 
LP3 and LP4), and the last end-section 
approximately 5,000 feet. There is a 
specific rule which must be followed 


on loaded circuits for satisfactory 
transmission, viz. there must be no 
bridging between load coils. 

EXAMPLE 3 (Fig. 3). The loop in 
this case is 18,000 feet from the central 
office, but we have existing cable 
(6,000 feet of 26 AWG). To find the 
theoretical design, draw a line parallel 
to the 24 AWG line from the inter- 
section of the 18 Kiloft and 1,000-ohm 
lines, point “h”. This intersects the 26 
AWG line at point “b”, giving the fol- 
lowing horizontal lengths: Approxi- 
mately 2,200 feet of 26 AWG cable 
and 15,800 feet of 24 AWG cable. 


However, this may not be desirable 
if the existing 6,000 feet of 26 AWG 
cable can be used. In this case, draw 
a line parallel to the 24 AWG line 
from point “d’’, the intersection of the 
vertical line drawn from point ‘“c”, 
representing 6 Kiloft. The line parallel 
to the 24 AWG line extending from 
point “d” will intersect the 1,000-ohm 
line at a point less than the 18,000 
feet total length and, therefore, the 
next higher gauge (22 AWG) must 
be used. 

The next step is to draw a line 
parallel to the 22 AWG line from point 
“h’’, the intersection of the 18 Kiloft 
line and the 1,000-ohm line. This line 
intersects the 24 AWG line at point 
“f”. Taking the horizontal distances, 
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21 





The author seated in his office in the 
new building of Mid-Kansas Telephone, 
Inc., Sterling, Kan. 


effectively conduct a fund drive 
among its alumni? 

This is a question often pondered by 
many small college officials. The offi- 
cials of Sterling College and of Mid- 
Kansas Telephone, Inc. feel they 
are qualified to state that they have 
some definite solutions to the problem. 

We have always felt fortunate to 
have small colleges in two of our 
exchanges. They are large stable ac- 
counts and the growth trend of colleges 
has been well established. We have 
found a way to increase college usage 
of long distance service to the advan- 
tage of both the college and the tele- 
phone company. We think the follow- 
ing information may be of interest to 
both telephone company officials and 
college personnel. 

Sterling College is a small, four- 
year Presbyterian liberal arts college, 
located in Sterling, Kan. Mid-Kansas 
Telephone serves some 3,000 tele- 
phones in central Kansas. The com- 
pany’s general offices are also located 
in Sterling. 

Telephone company and college per- 
sonnel have discussed for several years 
the possibility of an alumni cam- 
paign via telephone, direct from the 
college campus. Last November, Har- 
vey McClellan of the Sterling College 
alumni office notified our company 
that the college had decided to use a 
telephone campaign for its late 1962 
alumni financial solicitation. 

At this point, we began to work 
closely with the college to develop 
plans and procedures for the cam- 


| OW CAN A SMALL college most 


*Mr. Culbertson is Vice 
Kansas Telephone, Inc., 
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President of Mid- 
Sterling, Kan. 


College L.D. 


Alum Drive 


Good Revenue Source 


By BILL CULBERTSON* 


paign. Our first concern was to provide 
service of unsurpassed quality to the 
college. Our second concern was to 
assist the college in every way possi- 
ble, thus enabling it to derive maxi- 
mum effectiveness from our service. 


It was decided that calls would be 
placed to out-of-town and out-of-state 
alumni directly from the college cam- 
pus by local alumni. So far as possible 
each caller would place his calls to 
college classmates and friends to max- 
imize the effect of personal contact. 
The alumni office would then mail 
out confirming letters on all the 
calls the following morning. It was 
also determined that the calling should 
start at 6 p.m. to coincide with the 
night rates. The first calls each even- 
ing would be placed to the eastern 
time zone where it was already 7 
o’clock. As the evening progressed, the 
calls would be placed to points farth- 
er west with the last calls going to 
the west coast. Practically all calls 


were to be placed station to station. 

The next step was for us to coor- 
dinate with the traffic department in 
the Bell toll center at Hutchinson, Kan. 
The college supplied us with 3 x 5 
index cards containing the names and 
addresses of its alumni. We turned 
these cards over to Ed Moody, the 
traffic supervisor at Hutchinson. He 
returned them to our offices a week 
or so later, complete with the tele- 
phone number and area code number 
filled out for the name on each card. 

Then we arranged for Mr. Moody 
and his chief operator to attend the 
training session for the college call- 
ers. They instructed the callers in 
the proper calling procedures which 
would make full use of the numbers 
and area code information previously 
provided. Finally, the toll center was 
supplied with a schedule of calling 
times so that it would be able to anti- 
cipate the increased work load. 

One day prior to the calling, our 
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Local alumni of Sterling College making long distance calls across the nation to 
solicit financial pledges from fellow alumni. 
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MIND YOUR OWN BUSINESS 


SEVEN WAYS TO BE A BETTER 
BOSS. Why can some men inspire top 
performance from their subordinates 
while others barely extract a grudging 
day’s work from the people under 
them? Because they know how to get 
things done through others. Whether 
you are in charge of one or 100 em- 
ployes (or some day hope to be), here 
are seven “golden rules’ for more ef- 
fective leadership that 
be a better boss. 

(1) Be considerate. Be calm and 
courteous toward your subordinates. 
Consider the effects on them of any 
decisions you make. Take into account 
their problems, both business and per- 
sonal. Try to build up their pride in 
their work and their self-respect. 

(2) Be consistent. If you “fly off the 
handle,” you are likely to frighten 
subordinates into their shells; if you 
vacillate wildly in reaction, mood and 
manner, you will bewilder them. Peo- 
ple follow only the leader whose course 
is steady and whose actions are pre- 
dictable. 

(3) Listen thoughtfully and objec- 
tively. The employer who knows his 
people—their habits, ambi- 
tions and touchy points—comes_ to 
appreciate why they behave as they 
do and what motives stir them. The 
best and fastest way to know them is 
to encourage them to talk freely, with- 
out fear of ridicule or disapproval. 
Try to understand how others actually 
feel on a subject, whether or not you 
feel the same way. Never dominate a 
conversation or meeting by doing all 
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can help you 


worries, 


Here’s a personal file of stimulating ideas; 
little known facts and problem solvers 


By TED POLLOCK 


the talking yourself if you want to 
find out where your people stand. 
(4) Show that you have faith in 
them and that you expect them to do 
their best. People tend to perform ac- 
cording to what is expected of them. 
If they know you have the confidence 
in them to expect a first-rate job, that’s 
what they will usually try to give you. 
(5) Give a courteous hearing to ide- 
as from subordinates. Many ideas may 
sound fantastic to you, but it’s impor- 
tant not to act scornful or impatient. 
There’s no surer way to discourage 
original thinking by a subordinate than 
to disparage or ridicule a suggestion 
he makes. His next idea might well be 
the very one you want, so make it 


Caution: Don’t Hoard Checks 

You may find that they are 
invalid after 30 or 60 days, ac- 
cording to varying local or state 
laws. 

Case in point: A retired teacher 
discovered, to his sorrow, that 
the city paychecks he’d been 
saving over the years and re- 
garded as “money in the bank” 
could no longer be cashed be- 
cause they were “over-age.” 

Even if the check you’re hang- 
ing on to is from an individual, 
you’re snarling up his bank 
statement. 


easy for that next idea to come to you. 

(6) Keep subordinates informed. 
Bring them up to date constantly on 
new developments and let them know 
well in advance whenever changes are 
in the offing. As members of a team, 
they are entitled to know what’s going 
on. If they do, their thinking will be 
geared more closely to reality and their 
attitudes will be more flexible. 

(7) Give them a chance to take part 
in decisions. When your people feel 
they have had a say in a decision, they 
are much more likely to go along with 
it cooperatively. If they agree with the 
decision, they will look at it as their 
own and back it to the hilt. If they 
don’t agree, they may still back it 
more strongly than otherwise because 
their point of view was given full and 
fair consideration. 

HAVE YOU WRITTEN A LETTER- 
YOU - DON’T - HAVE - TO - WRITE 
LATELY? The most welcome letter of 
all: The one the recipient never ex- 
pected to receive! 

Few gestures do so much to cement 
good-will as the writing of a “keep- 
in-touch” letter, the letter with no 
“purpose” other than letting somebody 
know you think of him and wish him 
well. Occasions for such communica- 
tions are many and varied. Some ideas: 

Congratulations. On a promotion— 
election to a civic post—a business or 
professional success—a birthday or an- 
niversary—an outstanding achieve- 
ment by a family member—a new 
home. 

Thank-you. For a long-past favor. 
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For a suggestion. For business. For a 
criticism! 

Offer a suggestion. You've come 
across a capable gardener; Bob Smith 
has mentioned that he’s looking for 
one. Or, you know where Al Jones 
can pick up a good used car. Or, you’ve 
heard of a job opening that sounds 
ideal for Sam Carter. In each case, a 
letter from you could represent a king- 
size favor for someone. Why not write 
it? 

Pass along news. About business 
opportunities—competitive activity— 
new products or techniques—company 
policies—mutual friends. 


HOW TO PUT YOUR IDEAS 
ACROSS. The best thinker in the 
world is doomed to failure unless he 
knows how to share an idea with 
somebody else—a customer, client, su- 
perior, employe. Unless he can (1) 
make his idea clear to others, and (2) 
whip up some old-fashioned enthusi- 
asm for it, he has a slim chance indeed 
of ever seeing it come to life. 

On the other hand, learn to put 
your ideas across and you automatic- 
ally: 


e Overcome inertia in others. 
e Get more cooperation from people. 
e Implement your desires and deci- 


sions. 


e Promote change. 
In short, you get things done. That’s 


the mark of a successful man—and 
marks a man for success. 


Here are five techniques that can 
help you put across every good idea 
you will ever have. 

Talk the other fellow’s language. It’s 
an indispensible requirement for good 
communications. Some people errone- 
ously believe that big words lend a 
tone of authority to their statements 
and give them status. Or they hope 
that by “dressing up” what they have 
to say, they will compensate for any 
deficiencies of content. Or they don’t 
know any better. But what’s the use 
of saying what you mean in language 
that the other fellow cannot under- 
stand? Doesn’t it defeat the entire 
purpose of communication—the trans- 
fer of ideas from one mind to another? 
If a man is unfamiliar with the tech- 
nicalities of your field, don’t over- 
whelm him with its jargon. Instead, 
put it in simple, everyday language. 
And when in doubt—simplify. 

Be logical. That is, give the details 
of your idea in some kind of sequence 
—chronological, order of importance, 
or the like. It’s a lot easier for your 
listener to follow a thought that does 
not skip from step one to step four to 
step three to step two. 

Be concrete. 
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Paint word-pictures. 


a cauvsvanensoannanenegonnesaniceneen inn 


a Read Smok 


The ones that come out of 
your car’s tail pipe, that is. There 
are three with which you should 
be familiar. 

Blue smoke means too much 
oil is getting into the combustion 
chambers. Excessive blue smoke 
is a warning that piston rings 
may be worn—and need replac- 
ing. Black smoke is an indication 
of too much gasoline in the air- 
fuel mixture. Your carburetor 
may need an adjustment. White 
smoke is mostly water vapor. = 
Don’t worry about it. : 


euuocanannan ease uneenNy 


pouernannanannenenianet 


Form images that others can readily 
see, grasp and understand. For exam- 
ple, instead of asking a customer to 
buy a car, the real automobile sales- 
man asks him to buy the surging power 
of 275 horses, blow-out proof tires, a 
unitized chassis and streamlined de- 
sign. Instead of merely telling his boss 
how much his idea will save their 
company, the knowledgeable employe 
tells him exactly how much—per day, 
per week, per month, per person, per 
use, etc. 

“Say it twice.” Not literally, of 
course. Rather, appeal to more than 
one of your listener’s senses. Tell him 
your idea. If possible, show him. If 
necessary, write it out for him. Use 
visual aids such as charts, drawings, 
statistics, diagrams, photographs, mod- 
els. Use gestures to emphasize what 
you say. 

Anticipate objections. Most people 
are willing victims of inertia. They 
feel comfortable the way things are 
because they’re used to them. If some- 
one comes along and threatens to “rock 
the boat,” they tend to view him with 
suspicion and distrust. As a man with 
an idea, you are the bearer of pre- 
cisely what people are conditioned to 
resist—change. Their defenses auto- 
matically go up as they prepare to do 
battle for the status quo. 

Most often, these defenses take the 
form of objections—one or more rea- 
sons for not acting upon your sugges- 
tion: “Impractical”; “Too expensive”; 
“It would upset our routine.” You can 
largely neutralize such arguments by 
anticipating—and answering—them in 
advance. In effect, you disarm your 
listener with reasons for ignoring or 
discounting the objections that would 
normally occur to him. 


HOW TO BE DECISIVE. “Should I 
or shouldn’t I?” 


Probably no question sabotages the 
average man’s work-day so effectively 
as this one. 

No matter how you earn your living, 
you must choose between alternative 
courses of action hundreds of times 
each year. Reluctance to make a choice 
is a common weakness, but hesitation 
that holds you back from action more 
often than not isn’t wisdom, but timid- 
ity. 

To acquire the habit of decisiveness, 
try these four rules: 

(1) Decide the small things prompt- 
ly. By getting them out of the way, 
you give yourself more time to think 
through the things that really count. 

(2) Select your choices firmly. It will 
put iron into your resolution. 

(3) Abandon all alternatives. Once 
your mind is made up, forget the other 
possibilities. They are ancient history. 
“What-could-have-been” thinking is 
unproductive. 

(4) Act upon your decisions. Noth- 
ing really happens until you do some- 
thing. So if you truly want to be de- 
cisive, you must carry out your deci- 
sion through action. 

And don’t be afraid to make a mis- 
take. J. P. Morgan once defined a suc- 
cessful man as “a fellow who is right 
51 times out of 100.” Right or wrong, 
come to a decision promptly. Which- 
ever it is, it is almost always better 
than no decision at all. 


DOS AND DON’TS OF HOME 
WORK-SHOP SAFETY. Few activities 
provide the deep personal satisfaction 
that working in your own shop does. 
But in the use of power tools, the first 
consideration of every operator should 
be—safety. The following lists of shop 
safety hints could save you a lot of 
needless nicks, cuts and bruises. 


DON’T 
Wear a necktie or loose fitting cloth- 
ing in the shop. 
Forget to think before doing—this 


eliminates most accidents before they 
can happen. 


Clutter the work surface of your 
machines with unnecessary objects. 


Fail to ground all machines properly. 
Forget—motor rotation is clockwise. 
Mount all tools accordingly. 


DO 


Keep your work area clean and un- 
cluttered always. 


Use the proper tool for the job. 
Keep tools clean and sharp. 


Keep hands from getting in the path 
of a saw. 
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lowans Widen Their Dimensions, 


“FOCUS ON THE FUTURE” 


phone Association, when it met in 

its 67th convention at Cedar 
Rapids on Mar. 19 and 20, welcomed 
delegates from more than 300 operating 
companies. 

President Harold Thompson of Clear 
Lake presided over this meeting which 
set as its motivating theme, the “Focus 
On The Future”. L. E. Travis of New- 
ton headed the 1962 convention com- 
mittee. 

Mr. Thompson told the convention: 
“our industry has grown over the 
years, operations have expanded, our 
plants are being modernized daily, and 
we are becoming more and more a 
communications industry, not limiting 
ourselves solely to the telephone... 
We will be looking for new ways to 
give our customers the kind of com- 
munications they want.’ 

The flight of Col. John Glenn into 
space, Mr. Thompson said, “has put us 
all in the proper mood to be thinking 
of the future and the exploration of 
space. I’m sure we will all agree that 
the success of the space trip is just the 
lift that we need ... to bolster our 
thoughts and efforts. It has given us 
new dimensions to cope with, and 
America more prestige. It has given the 
communications industry vast and un- 
limited fields for experimentation and 
endeavor... . 

“It is creating a change in our think- 
ing and in our way of life—a change 
from the customary way of operating 
our businesses. This is good, because 
challenges confront us, and we as 
Americans like to be challenged. The 
outgrowth of all this then will be 
that there is an incentive created—in- 
centive for invention, and for new 
ways and methods of doing things— 
an incentive better to satisfy the pub- 
lic and make possible for them the 
things they want in communica- 
| res 

Summing up his portion of the “fo- 
cus on the future”, Mr. 
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said, “And so with all these new 
things... DDD... WATS... mech- 
anized TWX ... data processing .. . 
TELPAK ...and many others now 
unheard of, we will have increased 
demands for new types of services, 
along with the continued demand for 
just plain ordinary telephone serv- 
ice...” 

But he pointed out, “. . . there are 
still several basic fundamentals to be 
remembered: 

(1) Let us keep alive the good old- 
fashioned system of free enterprise— 
never let it slip away. 

(2) Let us always remain good solid 
citizens and conduct our businesses 
fairly and honestly. 

“(3) Let us be alert to the changes 
around us—be progressive and pre- 


i, 


pared—always have an open mind, 
taking time to think, and time to be 
thorough. 

“Let us then enthusiastically focus 
our thoughts and efforts on the future.” 

As the program pace of the Iowa 
convention stepped up, and officers 
gave reports of their stewardship, con- 
ventionites learned that 80 per cent of 
Iowa Independent companies have con- 
verted their systems to dial, and an- 
other 10 per cent were in the process 
of doing so. 

Great strides are also being made in 
Iowa toward Direct Distance Dialing 
(DDD). One of the delegates to the 
Iowa convention was E. G. Carlson, 
secretary-manager of the Creston (Ia.) 
Mutual Telephone Co., the first com- 
pany in the state to install DDD, in 


IITA directors for i362-63 posed in official convention portrait. Seated (first 
row, left to right): E. B. Zerwas of Manning, first vice president; A. W. Sanders 
of New London, incoming president; L. E. Travis of Newton, second vice presi- 
dent; C. C. Pearce of Riceville, past president of United States Independent Tel- 
ephone Association; and John J. McIntosh of Cedar Rapids. Standing (second 
row, left to right): H. Filmore Melick of West Liberty; Howard C. Amick of 
Des Moines; Ress Vernon of Sioux Center; Arthur Long of Sloan; Harold Thomp- 
son of Clear Lake, retiring president; William F. Miller of Des Moines, secre- 
tary-treasurer. Standing (third row, left to right): Earle G. Bellamy of Knoxville; 
E. G. Carlson of Creston; Gene B. Daubendiek of Jefferson; Joseph L. Van Horn 
of Grinnell; and Norwood Teal of Keosauqua. Honorary directors, Henry B. Melick 
of West Liberty, Loyd F. Morrison of Grinnell; and W. H. Fowler of Pella were 


not present for the photo. 
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1960. A year ago, Mr. Carlson said, only 
about 19 per cent of the toll calls were 
placed DDD; in February, 1962, 37.2 
per cent of toll calls made were DDD. 

John N. Whinery, general commer- 
cial manager for Northwestern Bell 
Telephone Co., at Des Moines, elab- 
orated upon “The DDD Story”, and he 
and Mr. Carlson shared reports of their 
experience with it. 

Mr. Whinery reported that his com- 
pany’s experience with DDD has been 
about the same as that of Creston 
Mutual Telephone, although none of 
Bell’s Iowa exchanges has had the 
service as long as Creston. 

Mr. Whinery traced the development 
of DDD, and reviewed the progress 
made in its adoption by Iowa telephone 
companies during the past five years. 
He predicted that by the end of 1962, 
approximately one-half of the state’s 
telephone customers will have DDD 
service through 60 exchanges. 

He also stressed the importance of 
customer education when a company 
cuts over to DDD. He said: 

“Now I’m quite sure each of you 
knows that when we turn customers 
loose with an area code handbook and 
some DDD instructions, they have at 
their fingertips the most fantastic gal- 
axy of automation ever in general use— 
that’s DDD. Perhaps, the sheer magni- 
tude of the giant we’Ve released was 
suggested in a current magazine which 
described the parlor game of having 
a guest dial any three digits, then 555- 
1212 (the universal information num- 
ber), and when you reached an in- 
formation operator, guessing the state 
reached from the dialect spoken. Scares 
you, doesn’t it? 

“But it does point out that beyond 
the engineering and maintenance jobs, 
tremendous as they are, customer in- 
formation, instructions and promotion 
are vital to the success of DDD. 

“We are convinced that an adequate 
employe and public information pro- 
gram is of greatest importance. 

“(1) We need to do a straight in- 
formative job to have the public ‘in 
the know,’ to satisfy curiosity and so 
on. 

(2) We must instruct all potential 
DDD users in proper usage—to allay 
fears, etc., with resulting maximum 
DDD usage. Only with these informa- 
tive phases successfully accomplished, 
will we attain our objectives—superb 
service from the customers’ view—and 
greater usage. 

“Some of the techniques we 
are: 


use 


“(1) visits to larger users to give 
tailor-made assistance; 

*“(2) Direct mail; 

“(3) Directory information and 

“(4) public and neighborhood meet- 
ings on as complete a scale as possible. 


26 


“We produced a special 15-minute 
color film, tailor-made for Iowa and 
1962, to help tell our story. We use 
newspaper, radio and television ad- 
vertising.” 

John J. McIntosh of Cedar Rapids, 
past president of the Iowa association, 
hosted a luncheon for delegates at 
which Harold J. Ward, also of Cedar 
Rapids, spoke. Mr. Ward continued the 
forward look projected by the con- 


D. CHILDERS J. WHINERY 


vention in his address, “Why Tomor- 
row?” 

“The Focus on Message Toll Settle- 
ments” was the subject of an address 
by Don Childers of Kansas City, Mo., 
revenue requirements. director of 
United Utilities, Inc. 

The USITA Settlements Committee 
has made many valuable contributions 
to the industry since its inception in 
1936, Mr. Childers said. A major con- 
tribution came in 1939 when the com- 
mittee submitted to the USITA board 
of directors a 200-page report analyz- 
ing the interchanged toll traffic agree- 
ments offered by Bell associated com- 
panies to their respective connecting 
companies. The study disclosed a wide 
variety in compensation levels, Mr. 
Childers said. 

“The result of the study was the 
eventual adoption by the Bell system 
of the two-part schedule of compen- 
sation, known as the Schedule A and 
Schedule B. In recent years, that is, 
since 1953, the Independent industry 
has obtained four increases in message 
toll compensation aggregating 51 mil- 
lion dollars. In 1953, and again in 1956, 
increases were based on cost study 
data obtained by studying “sample” 
Independent exchanges. Subsequent 
increases were negotiated on the basis 
of increasing Independent costs. 

“Notwithstanding the rather sub- 
stantial settlement increases in recent 
years, these increases were based on 
unilateral cost studies of Independent 
operations and, therefore, do not con- 
stitute an equitable division of rev- 
enues,” Mr. Childers stated. 

The adoption of the station-to-station 
separations principles and the refine- 
ment of rate-making procedures in the 
early 1940’s gave official sanction to 
the principle of “division” of revenues, 
as contrasted to agency, commission, or 


other concepts. Although the present 
basis for settlements between the Bell 
System and Independent companies 
may be regarded as intermediate steps 
in evolving equitable toll revenue di- 
visions, they are discriminatory. They 
do not constitute a division of 
revenues, according to Mr. Childers. 


“Present payments to Independents 
for interexchanged toll business are 
unqualified rentals. Unilateral cost 
studies of Independent operations only 
produce a result that purports to be a 
measurement of payments (rentals) by 
the Bell System to each Independent 
company, for the usage of the latter’s 
services and facilities in generating 
toll business. In this, the Bell system 
has assumed a regulatory or bargaining 
role, Mr. Childers said. 

“Toll revenues realized by both the 
Bell System and the Independents are 
ingredients in the determination of 
exchange rates, as they are important 
factors in establishing the over-all rate 
of return for any company. Any sub- 
stitution, therefore, of rentals or other 
principles, except a proper division of 
revenues based on bilateral cost de- 
terminations for both the Bell System 
and the Independents (in other words, 
the entire industry), exposes the in- 
dividual user to the possibility of dis- 
proportionately high exchange rates, 
if an inadequate participation in the 
total toll revenues pertains. 

“It is believed that sufficient data 
and understanding of costs have now 
been acquired to eliminate the un- 
certain and discriminatory features of 
the present controversial and unilateral 
Independent cost approach to payment 
for toll service. It is believed further 
that these figures and understandings 
should be directed toward'the develop- 
ment of bilateral cost determinations 
wherein the Bell System and the In- 
dependents will be compensated fairly 
for their respective participation in 
interchanged telephone traffic. 

“It is believed that it has become 
urgent that studies of both Bell Sys- 
tem and Independent costs, and par- 
ticularly their composite costs, be made 
to determine (1) that current toll rate 
structures are adequate to cover the 
current total annual charges of the in- 
dustry in handling toll business; and 
(2) that total toll revenues are shared 
on a realistic formula,” Mr. Childers 
observed. He continued: 

“Tt is believed that essential ground 
rules for future toll studies must in- 
clude: 

(1) Evaluation of both-way rev- 
enues. 

“(2) Evaluation of joint (as con- 
trasted to Independent) unit costs 
of providing toll service. 

(3) Equality based on composite 
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cost averages in allocating ‘A’ and 

‘B’ participation. 

“(4) Proper apportionment of line- 
haul. 

*(5) Recognition that non-dis- 
criminatory subscriber treatment 
in exchange rate levels and in toll 
service are mutual objectives.” 

Representing the General Telephone 
companies of Iowa, Missouri and Ne- 
braska on the Iowa association’s pro- 
gram was J. L. Van Horn, president, 
who chose to tell conventionites 
“You’re in Politics—Whether You 
Know It or Not.” 

Mr. Van Horn started with a de- 
finition of “business climate” which 
any operating telephone company 
management may find helpful. 

“What is business climate?” he asked. 
“We define it as the net result of all 
outside conditions affecting the cost 
and ease of operating a business in a 
truly rewarding way in your com- 
munity. These outside conditions may 
be social, economic, or political. They 
may have their origin at the local, 
state, or national level. They may be 
tangible, such as tax rates. They may 
be intangible, such as the general at- 
titude of the community toward busi- 
ness.” 


“As I see it,” said Mr. Van Horn, 
“the objective of a ‘Better Business 
Climate’ is to apply business skills and 
experience in the solution of public 
problems. A ‘Better Business Climate’ 
program should be based upon the 
fundamental fact that when there is a 
healthy business climate in your com- 
munity, every man, woman, and child 
in that community benefits from it. 

“The key to this program is the 
premise that every community needs 
healthy businesses so that people may 


have jobs, and taxes may be levied 


_ 


+ 


equitably. For a business to be healthy, 
it must operate in a favorable legisla- 
tive climate. .. This means that we 
must do an effective job of communi- 
cating our problems and our require- 
ments to the legislative bodies in our 
states and communities.” 

Means to accomplish this favorable 
legislative climate, Mr. Van Horn said, 
are the encouragement of all employes 
to be active in their political parties 
and to be informed on political issues; 
and urging appropriate personnel to 
participate in the activities of trade 
associations, industry committees, in- 
dustrial development organizations, 
chambers of commerce, and similar 
groups. 

Mr. Van Horn also believes that 
a company should support an effective 
governmental and civic affairs pro- 
gram in the community—in the broad- 
est sense, a public affairs program. 

While noting the reluctance of many 
business men, including those in the 
telephone industry, to speak out on 
political issues, lest they unwittingly 
give the impression thev are trying to 
“take over’, he sees no alternative to 
working in community affairs, at the 
local community level, and not just 
through turning the job over to the 
chamber of commerce, for example, 
and forgetting about it. 


Mr. Van Horn believes that business- 
men must work at this job themselves. 
Speaking frankly, he observed: “Sur- 
prisingly enough, you will find that 
working on a public affairs program 
doesn’t take much time. It’s a case of 
calling your shots, picking your op- 
portunities, and doing something about 
them. And believe it or not, I think 
you will find it will be a stimulating 
experience.” 

The General Telephone president 
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During the “Sales and Merchandising Symposium”, a feature of the Iowa tele- 
phone association’s 67th convention program, this panel of experts helped focus 
conventionites’ attention on future of industry. Seated (left to right): Charles E. 
Agee of Des Moines; George Camden of New London; (at podium) A. W. Sanders 
of New London, 1962-63 president, moderating; and A. J. May of Grinnell and 
M. R. Thompson of Toledo, panelists, seated. 
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Harold Thompson of Clear Lake pre- 
siding over the 1962 convention of the 
Iowa Independent Telephone Associa- 
tion, held recently in Cedar Rapids, 
gives an account of his stewardship to 
fellow members. 


made these specific recommendations 
to businessmen regarding steps they 
can take in the political area: 

“(1) Urge employes to vote, without 
reference to political parties or candi- 
dates. 

*(2) Discuss political issues in em- 
ploye publications. Assure that em- 
ploye communications activities are 
steadily improved and that they do an 
effective and continuous job of provid- 
ing background information and inter- 
pretation to all employes, encouraging 
all employes to be interested and active 
in the political process so they will be 
informed voters. 

“(3) Testify, through corporation of- 
ficials, on pending legislation, and let 
legislators know, either in writing or 
by personal calls, how you feel about 
specific issues or things in general. You 
must get to know your national and 
state legislators and be able to talk to 
them about political issues. If your 
only contact is through telegrams or 
letters of protest at isolated intervals, 
you won’t be taken very seriously. 

“(4) Discuss in institutional adver- 
tising, political candidacies, economic 
issues having a political impact, or 
other subjects suspected of having 
political overtones. 

*(5) Encourage managerial and su- 
pervisory personnel to learn and engage 
in practical politics. Employes can’t 
be very effective in politics unless 
they know the rules and procedures. 
There is no magic to politics; it can be 


(Continued on page 54) 
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A few of the hundreds of ITT Kellogg Step By Step Switching Installations throughout the country. 


HR LEAD 'TIME.... 
TITIVE PRICES... 


You are assured of the highest quality Step By Step Switching Equipment 
at competitive prices and delivery by ITT Kellogg's 60 years of 
switching manufacturing experience transplanted to this new facility 
designed and built specifically for the manufacture of switching equipment. 


Step By Step Equipment from this new plant is already in operation, 
providing reliable, trouble free service. 


Join the many companies that have found ITT Kellogg Step By Step 
Switching is more economical, more trouble-free—and 
most important, priced competitively. 


For engineering or planning assistance with your switching 
requirements—fill in the coupon. 
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SWITCH 


KELLOGG 


A Division of International Telephone and Telegraph Corporation 
Telecommunications Department 


6650 South Cicero Avenue, Chicago 38, lilinois 


ILLINOIS: 3801 West 44th Street, Chicago 32, Illinois, 
CLiffside 4-4881 (Area Code 312) 

KANSAS: 7th & Sunshine Road, Kansas City 15, 
Kansas, MAyfair 1-4418 (Area Code 913) 

NEW YORK: 309 Wavel Street, East Syracuse, New York, 
HEmpstead 7-2511 (Area Code 315) 

GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, 
Georgia, SYcamore 4-2441 (Area Code 404) 

TEXAS: 1359 Motor Street, Dallas 7, Texas, 

MElrose 1-3190 (Area Code 214) 

CALIFORNIA: 23 Broderick Road, Burlingame, 
OXford 7-5780 (Area Code 415) 

ITT Kellogg products available in Canada through 
ITT Canada, Ltd., 9600 St. Lawrence Boulevard, 
Montreal 12, P.Q., Canada 
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ITT Kellogg 
Telecommunications Department 
6650 South Cicero Avenue, Chicago 38, Illinois 


Gentlemen: 
Please have your representative call to discuss 
Expansion of our switching system Conversion to dial service 


Name 


Company 


Address 
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The Plant Man’s 


NOTEBOOK | 


By RAY BLAIN, Technical Editorial Director 


E ARE ADVISED by our good 
W sricne. M. R. Thompson, gener- 

al commercial manager of the 
Central Iowa Telephone Co., that the 
company is presently exploiting new 
markets for additional revenue and is 
just beginning a company-wide sales 
program to add 700 new extension 
telephones during the next six months. 
Naturally, this program requires the 
cooperation of every department, to 
accomplish the objective. Accordingly, 
the general plant superintendent, Ken- 
neth L. Henderson (see photo) pre- 
pared the following information which 
he furnished all plant men: 


“Just the other day, I heard some- 
one say we, as telephone people, 
weren’t keeping our telephone users 
properly informed. This, I think, is 
true; however, we have to remem- 
ber we talk a language different 
from the normal person. Just suppose 
you’d never had any telephone ex- 
perience and happened to overhear 
a line foreman going through the 
following: 


“*The Scop says I’m to give a 
run-down on the day’s work. Before 
you start this job, go into the Smith 
can and check all pairs for shorts, 
crosses, and grounds. Now, be sure 
you check for double jumpers, then 
go over to the Jones’ can on the 
multiples and cut out the pigtails 
and dead drops. When you finish, 
brush out the can and put down 
the lid. 

“*Then have the grunts start 
knocking out holes for that new 
lateral. They can use the jabbers for 
the small sticks, but use the banjo 
for the big classes and spoon out the 
crumbs. Snake those blacks across 
the ditch with the gut line. Put a 
good rake in the dead-ends, a key on 
the first curve. 

“*Break those three-ways with a 
mollybuster. Use a dead-man at the 
corner and use buffalo grips and 
coffin hoist in pulling that guy; use 
a thimble and serve it up at the top 
and don’t forget to use the plate. 
Put in a Johnny ball and put a 
vise on the bottom at the rod. 
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“*Winch in the small poles; use a 
gin on the big ones. Let’s have a slab 
gain on the face and cant ’em square. 
Let’s have some sweat on the tamp, 
too. Bridge the side to the main. Be 
sure to pike those cedars before you 
crawl them, and belt in before you 
drop your hand line. 

“‘T want that phantom tramp re- 
moved. Take your come-alongs with 
you, remote the horseshoe ties, pull 
the slack, cut out the double barrels, 
put on plastic dampers and wiggle 
wires, then splint tie. 


“‘Check the glass, and nail the 
pins. Be sure there are two braces 
on the arms and that they are prop- 
erly lagged. Let’s use a press on the 
sleeves, cause I don’t want any high 
joints. Remember to follow the prac- 
tice and don’t skin any poles.’ 


“Now, these are just a few of the 
things in the day of a line crew. 
Think what some of our more com- 
plex and technical jargon may sound 
like to a layman! 

“While this is written mostly in 
fun, perhaps we should think how 
what we say sounds to the public, 
and if we are saying the right things. 

“Better yet, let’s make our service 
‘grade A’, and then we can use 80 
per cent of our conversation time 
with the public for merchandising.” 


“The Scop” 

There is only one thing we can think 
of that Ken left out—he didn’t “hang 
any guys’. Back in the writer’s con- 
struction days in early Oklahoma, the 
old-time line foremen did not make 
out a daily work report. Finally, there 
came a time when these reports were 
required, and they proved to be quite 
a chore for these old-timers. One of 
them turned in the following typical 
report: 

“Took the guys out on the job at 
7 o’clock. Hung two guys and took 
down two guys. It rained, and the guys 
all went home.” 


The Atomic Energy Commission 
(AEC) approved an amendment to its 
regulations to authorize manufacture 
and installation of automobile lock il- 
luminators, each containing up to 15 
millicuries of radioactive tritium. 

Beta radiation from tritium acts 
upon phosphors to provide luminosity: 
There is no detectable external radia- 
tion from the lock illuminator. The 
tritium used in the lock is in the 
form of paint, completely sealed in 
plastic. 

Illuminated key holes will certainly 
be a convenience and will prevent 
much fumbling in the dark. 


A recent news item states that an 
original sod house of the type used by 
pioneer settlers in Oklahoma is still 
in a good state of preservation, near 
the village of Aline in the north- 
central section of the state. It was 
built in 1894 on a homestead staked 
in the Cherokee Strip run of 1893. 
All this brings back memories to the 
writer; for the Blain family occupied 
such a sod house when we moved into 
its Oklahoma homestead back in 1898. 

These sod houses were built by 
plowing the virgin sod with a sod- 
breaking plow. The sod strips were 
then cut into short lengths and laid 
up like bricks to form walls about 10 
inches thick. The roof was constructed 
by placing poles from wall to wall, 
and covering them first with hay, and 
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then sod 
usually 
them 


or dirt. 

packed earth 
“dirt floors”. Although 
houses were crude, they were 
in winter and cool in summer. 

Later on, the Blain family advanced 
to a house of log and still later, to a 
native lumber house. Then about 1906, 
we even had a magneto telephone on 
a 36-party grounded rural line. 


The floors 


and we 


were 
called 
these 
warm 


Southern New England Telephone 
Co.’s service representatives will have 
an opportunity to add to their “charms” 
during 1962. “Club 400”—an exclusive 
club with wide-open appeal—has been 
fo:med to pay tribute to service rep- 
resentatives with outstanding 
records. 

Charm bracelets, with eye-catching 
telephone charms, will go to all serv- 
ice representatives reaching a variety 
of sales goals. For example, as soon 
as a girl sells 50 extensions, she’ll 
receive an attractive bracelet with 
one charm attached—a replica of a 
500-set with the numerals 50 in- 
scribed on it—and a certificate of 
membership in the “Club 400”. 

Charms, properly inscribed, will also 
be awarded for sales of 100 color sets, 
50 Princess sets, 50 additional list- 
ings, 50 bell chimes, and 50 regrades. 
Additional charms will be inscribed 
with “100,” “200, “300” and “400”, 
signifying the number of sales of the 
particular telephone item. 

The “Club 400” derives its name 
from the fact that the completed brace- 
let could eventually include all charms 
inscribed with “400”. 

Many other Bell System companies 
are now using this sales awards pro- 
gram; and it is reported that it has 
met with enthusiastic reception by 
the service representatives. 


sales 


We are advised by John McCarty 


of the Audichron Co. that they now 
have a total of 81 of their time-tem- 
perature units in service. With this 
service, when a caller dials the spe- 
cified number, a pleasant voice reports 
both the time and temperature—all 
within 10 seconds. 


“Cross Talk” 

An efficiency expert is described as 
a person smart enough to advise you 
how to run your own business, and too 
smart to start one of his own. 

* 

To have what we want is riches, but 

to be able to do without it is power. 
* 

The census people claim that more 
California homes have television sets 
than telephones. 
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Q. Will the use of a push brace, in- 
stead of a guy, on an aerial cable lead 
prove objectionable from an_ engi- 
neering point of view? 

A. The push brace is generally con- 
sidered to be the least favorable method 
of supporting a horizontal load on a 
pole. This method should be used only 
when it proves impracticable to place 
a conventional down guy or an over- 
head guy to a stub pole. When a push 
brace is used, it should be the same 
class pole as the pole it is bracing. 

A push brace should also have a pole 
key at the pole butt, to prevent lifting 
of the pole under storm loading, and 
a plant footing at the butt of the brace 
to carry the load adequately. 


Q. What is considered the best 
method of cutting high-strength steel 
messenger strand on the job? 

A. A strand cutter of a hacksaw is 
generally used for this purpose. Spread- 
ing of the strand wires is prevented by 
wrapping the strand with a double 
layer of friction tape for a distance of 
about two or three inches. The cut is 
then made in about the mid-point on 
the taped wrap. If these precautions are 
not observed, strand cutting can be a 
dangerous operation. 


Q. We understand that a machine 
is available that will dial telephone 
numbers by merely pushing a button. 
Please furnish any information on this 
device, and explain its operation. 

A. Several machines of this type are 
now available, and from all indica- 
tions, they operate satisfactorily. A new 
and improved concept of automatic 
dialer is known as the Rapidial “300”. 
This device memorizes up to 290 tele- 
phone numbers on a magnetic tape and 
at a finger’s touch, automatically dials 
calls coast-to-coast, or locally. Any 
telephone user who makes frequent 
calls to the same parties can save time 
and reduce dialing errors with this de- 
vice. 

Another automatic dialing device 
consists of a 6-button telephone with a 


magnetic-storage repertory dialer that 
permits a customer to record 50 fre- 
quently-called numbers on a recorder 
inside the set. Then, at any future 
time, the customer needs only to pick 
up his handset, select any one of the 
50 members by turning a knob, press 
a button, and sit back while the number 
is dialed automatically. 


Q. We have heard of the cushion type 
lineman’s body belt. Could you de- 
scribe it for us? 

A. The five-inch wide body section 
of this belt is made of a single piece of 
leather folded to form a cushion with 
rolled edges and with no exposed in- 
side rivets. The Dee ring strap slides 
free for about four inches. A circular 
type Dee ring reduces the possibility 
of the safety strap hook riding back to 
the body belt and twisting so as to 
bring pressure on the snap hook keep- 
er. This arrangement reduces. the 
possibility of accidental release of the 
snap hook. 


Q. We have several overloaded rural 
lines and are faced with the problem 
of providing additional physical cir- 
cuits, or the use of subscriber’s carrier. 
Can you give us any information as to 
the comparative costs of the two ar- 
rangements? 

A. The writer could not attempt to 
give you this information without a 
complete engineering study. He sug- 
gests, however, that you give careful 
consideration to the use of subscriber’s 
carrier, before making plans for rein- 
forcing your existing lines with addi- 
tional physical circuits. 

Subscriber’s carrier channels can be 
superimposed upon existing physical 
circuits, providing they meet trans- 
mission requirements, with a mimi- 
mum investment to provide additional, 
circuits on the same pair of wires with- 
out degrading service. Each channel 
provides for a two-way talking circuit, 
with dialing from, and full selective 
ringing to, carrier-derived subscribers. 
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provides business communications 
for large or small subscribers! 


Let’s consider two completely different commercial customers in your area. The 
local building contractor wants low-cost, multi-line service. Often, the holding 
feature and extension exclusion are necessary. For this small business, our Type 


87 phone is perfect... 


The high school, on the other hand, needs a complete communications system 
to handle its traffic. Obviously, this school needs a PABX system with several 
auxiliary services. AE gives you stock delivery on six PABX boards. 


For details on our complete line of business phones, PABX and PBX boards and 
key systems, see your AE representative. He can also furnish you with valuable 
sales aids to help you promote business communications equipment. To contact 
him, just write Automatic Electric Sales Corporation, Northlake, Illinois. 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 
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TYPE 80A PABX A complete 
communications system for up to 80 
lines. Handles up to 12 inside calls 


and 16 outside calls at once—using 
standard telephones. Compact 
attendant cabinet (shown here) 
keeps incoming traffic moving swiftly. 





TYPE 87 PHONE Three lines 
with hold feature on each line. 
Lighted button indicates incoming 


call. Signal button for secretarial 
buzzing. Optional: extension ex- 
clusion, common audible signal for 
all three lines. Choice of colors. 








HE INFORMATION operator 
T service is assuming ever greater 

importance as more and more 
customers do their own Direct Distance 
Dialing. The traditional “Voice With A 
Smile” picture depends to a great de- 
gree upon these Information operators, 
as automatic telephone service contin- 
ues to advance. 

To many people, Information is not 
just another service—it is rather a 
vital, connecting link between the 
caller and friends. The code to reach 
Information assumes magic qualities 
that rate along with the “little black 
book.” People will call Information for 
everything from a bona fide listing to 
the request for “Marilyn’s number. I 
don’t know her last name, but she 
lives on the corner in a white house 
and she’s blonde—36-22-36. Mmmm!” 

Of course, the objective for any 
Information service is to find and give 
out the number for any listing the 
customer desires. The operator must 
be able to understand and interpret 
difficult requests, for there are many 
variations in pronunciations and spell- 
ings. 

A helpful, friendly manner, plus 
initiative and good judgment, are pre- 
requisites in the make-up of a good 
Information operator. Also required is 
the ability to concentrate on the re- 
quest and to read or “scan” Informa- 
tion listings rapidly and accurately. 


Memory is Fastest 


Search-time, that is the time it takes 
an operator to locate and give out 
the desired number, is the key to good 
economical Information service. Many 
companies are giving their operators 
Rapid-reading training. In most in- 
stances it is said that such training 
results in faster customer service and 
so is a saving to the company. 
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By WINNIE BURNETT 


Frequently, called lists are a big 
help in shortening search-time and 
are an important aid to the operator. 
Memory work is a major part of fast 
service—in fact, the fastest service. 
But the human error factor must be 
closely checked and numbers should 
be given from memory only when the 
operator is positive of the number. It 
is so easy to give the number for the 
Holiday Inn West when the Holiday 
Inn East was desired. Since much of 
the memory work is due to familiarity 
or personal knowledge, Information 
Center operators may not be able to 
rely very much on memory. 

Today’s modern equipment and 
methods for giving Information serv- 
ice are a far cry from the earlier 
days. Even with all our modern im- 
provements there is still the necessity 
for searching through numerous list- 
ings. Of course, constant changes are 
being made to improve the equip- 
ment. One of the most successful is 
the type that allocates or distributes 
calls to the idle operators. This method 
assures that the calls are handled in 
the order of appearance—first come, 
first served. 

Training methods are changing to 
meet other technological advances. 
Rapid-reading training, drills on fre- 
quently called lists, memory drills, 
etc., are given to improve the cus- 
tomer service and conserve operator 
time. Efforts are always being made 
to improve the type of Information 
records because good, current records 
certainly are necessary for good serv- 
ice. 

Perhaps the “bulk” problem will be 
solved with the method of “screen 
projection” now being developed (a 
method of photographing directory 
listings and projecting them before 
Information positions) and the “Elec- 
tronic Brain” that is said to be able 


to find a listing in no time flat— 
these should be excellent helpers for 
the operators of tomorrow. 

The instructions for handling In- 
formation calls will vary in different 
offices, according to equipment, local 
conditions and instructions, etc. Bas- 
ically, however, the instructions are 
about the same for all Information 
operators. 


Any Other Spelling 


If you know the number, quote it; 
otherwise look for the details as given. 
Then if it is not listed that way, look 


under any other spelling, name or 
listing that may prove to be the one 
desired. Use any personal knowledge 
pertaining to the request that may 
be helpful in locating the correct list- 
ing. 

If the desired listing or an accept- 
able one is found, give it; as “The num- 
ber is—.” Include any details that 
may seem necessary, as “no answer” 
or “Night, Sunday and Holiday” list- 
ings. 

If there is a public or nonlisted 
telephone indicated, and there is an- 
other telephone shown, do not suggest 
the public telephone unless it was spe- 
cifically requested by the customer. If 
there is no other telephone, give out 
the public telephone number. These 
are usually coin station telephones. 


If it becomes evident that the 
desired listing is a nonpublished num- 
ber, explain that you cannot give out 
a nonpublished number. Say for ex- 
ample, “I do not have a record of 
nonpublished numbers because the 
customers have asked us not to give 
those numbers out.” 

If a calling party insists upon ob- 
taining a nonpublished number, ex- 
plain that the rules are rigid and if 
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locally instructed, say that you cannot 
establish connections to that number 
unless the number is furnished. If 
the call is an emergency, get the call- 
er’s name and number and explain 
that you will call him back as soon 
as some information is obtained. Then 
reach the nonpublished number and 
explain the situation. (In some areas, 
however, information operators can- 
not complete a call and the supervisor 
will have to be called and she will 
reach the nonpublished number and 
explain the situation.) If he agrees to 
accept the call, reach the calling party 
(or operator) and establish the 
nection. Be sure not to repeat 
nonpublished number in the 
of the calling party. 


con- 
the 
hearing 


The objective of Information service 
is to find the desired listing and this 
is dependent on the efficiency and 
good judgment of the operator. The 
search should be limited to avoid 
a useless waste of time, but the op- 
erator must feel free to extend the 
search if in her judgment it may be 
effective. However, after a competent 
and adequate search has been made, 
there need be no hesitancy in giving 
an NF report. 

The operator of today (and tomor- 
row, too!) must still rely on initia- 
tive and good judgment. Along with 
the best records and the best equip- 
ment and the best training, one of the 
most important ingredients of any serv- 
ice is the sincere desire to serve. 


Traffic Quiz 


(1) Q. When a signal is waiting and 
you are tied up on a difficult search, 
should you hold that call and answer 
the waiting signal? 

A. You should not have more than 
one call under way at a time unless 
the Service Assistant instructs you to 
do so. 

(2) Q@. If local and long distance 
information and intercept calls are 
handled at the same position and the 
calls are not automatically allocated, 
which signal should be given prece- 
dence? 

A. Give precedence to the long dis- 
tance calls first, then to intercept over 
local information if they appear at 
the same time. However, the signal 
which has been waiting longest should 
be answered first. 

(3) Q@. Why is a frequently called 
number list furnished when all the 
numbers on it are in the information 
files? 

A. Numbers can be given from the 
frequently called list with little, if 
any, search and with a minimum of 
questions. 

(4) Q. If a customer spells the name 
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of the party and you do not locate a 
listing spelled that way, should you 
search under other spellings? 

A. When the customer spells a name, 
look only under that spelling unless 
you have personal knowledge of an- 
other possible listing. 

(5) Q. If a customer asks what an 
area code is, what should you tell him? 

A. Explain that the area code is 
what you dial or give to the operator 
in making a call to a certain place or 
area. Give any further explanation 
that may help the customer to under- 
stand the use of area codes. 


SELF-PROPELLED 


TRENCHER 
MODEL 7200 


Get Mo. City Franchise 
By Commission Order 

In compliance with the terms of a 
Missouri Public Service Commission 
order of Apr. 6, the Midstate Telephone 
Co. has secured the first of five city 
franchises which must be obtained un- 
der the conditional certificate granted 
by the commission. Councilmen of 
New Bloomfield voted 3-0 in favor of 
the franchise, and one _ abstained 
(TELEPHONY, Apr. 21). 

Communities from which Midstate 
must secure franchises are Centertown, 
Russellville, Lohman, and Eugene. 
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Rugged, trouble-free POW-R-SPADE digs down to 6ft.! 


Yes, this larger self-propelled POW-R-SPADE = 


is new.. 


. to you. But to the engineers and 


development people at Stampings Inc. it is 
several years old. During that time this new 
machine has been severely tested and proved. 
Now we can offer a larger size POW-R-SPADE 
confident that it will stand up under toughest 
digging conditions. Every part is designed 
and constructed with an extra margin of 
ruggedness and strength to eliminate break- 


down possibilities. Model 7200 digs to 6 ft. 
deep in widths of 4 and 6 inches; 8 and 12 
inch widths to proportional lesser depths. 


Built-in towing bar for moving to the 
job behind car or truck. No trailer is 
necessary. Four digging speeds up to 
15 ft. per minute depending on soil 


<4 AMERICA’S MOST POPULAR LIGHTWEIGHT TRENCHER 


This is the machine that has won the loyalty and respect of 
users all around the country since its introduction in 1956. 
Today there are more in use than any other in its class. Rec- 


ommended for trenchin 
where 3” width by 24” 


to lay cable, conduit, pipe, tubing 
epth is sufficient. In the words of sat- 


isfied users ... “a labor saver, easy to operate, and profitable.” 


Model 1902. Digs 3” wide to 
24" deep or 4” wide to 18” 
deep. Light weight, compact, 
portable. Digs 1% to 17 ft. per 
minute depending on soil con- 
ditions. Digs straight, curves, 
or angles. One man operation 
from start to finish. Shipped 
completely assembled. 
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For Details and Prices 


WRITE TO: 


STAMPINGS, INC. 


i 
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| 

x 
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I Dept. N Rock Island, Illinois 
; OR TELEPHONE COLLECT: 
i Rock Island, Illinois 
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788-9527 
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IN THE NATION’S CAPITAL 


(Continued from page 18) 


“has an enormous contribution to make 
to the future and I intend to give it 
a hand along the way.” 


Tax Bill Stalled 


The Kennedy administration’s tax 
bill, which passed the House, is facing 
rough sledding before the Senate Fi- 
nance Committee, especially since the 
recent steel price increase was re- 
scinded on the urging of the White 
House. There was speculation that the 
President’s steel “victory” would 
strengthen the administration’s hand 
in getting its tax credit plan passed, 
but it hasn’t worked out that way. The 
Administration believes it has eight 
more or less certain votes in the 17- 
member Senate Finance Committee 
and is optimistic about picking up a 
few more before the committee votes 
on the bill later this month. 

Senator Byrd (D., Va.), committee 
chairman, is one of the holdouts, along 
with most of the Republican senators 
on the committee, and some liberal 


Democrats who oppose it for different 


reasons. Three of the liberal Demo- 
crats don’t want the tax credit plan 
for business at all, but will accept it 
after substantial amendment in ex- 
change for the closing of more tax 
“loopholes.” The administration has 
labeled the business tax credit plan 
“must” legislation. You may be sure 
the White House will use all available 
resources to get the bill enacted. 


President Addresses Chamber 


In the Feb. 3 issue, this department 
reported: “Indicative of the new ap- 
proach to woo business is the fact that 
during his first year of office, the 
President declined to address meetings 
of the National Association of Manu- 
facturers and the Chamber of Com- 
merce of the United States. This year, 
his calendar is apparently less crowd- 
ed, because he spoke before NAM’s 
66th Annual Congress of American 
Industry on Dec. 6, and we predict 
he will address the national chamber’s 
annual meeting in April.” 

Not only did President Kennedy ad- 


dress the opening session of the cham- 
ber’s 50th annual meeting on Apr. 30 
in Washington, but the Department of 
Commerce presented the U. S. Cham- 
ber with the government’s “E” (for 
export) award for “outstanding con- 
tributions in support of the Export 
Expansion Program.” 

In his speech at Washington’s Con- 
stitution Hall, the President said, “The 
foundation of the chamber in April 
of 1912 marked a turning point in 
the relations between government and 
business, and there are some who 
say that the events of April of 1962 
have also marked a turning point in 
the relations between government 
and business. I hope that this is so, 
in the sense that both sides will have 
new emphasis upon the obligation to 
understand each others’ problems and 
attitudes. 

“In 1960 I do not think it wholly 
inaccurate to say that I was the 
second choice of a majority of busi- 
nessmen for the office of President 
of the United States, and when I 
approached the White House the 
cheers of members of the chambers 
of commerce around the country 
were not overwhelming or deafen- 
ing. 





“But in almost every major prob- 
lem that I have encountered since as- 
suming this responsibility, I have 
been impressed by the degree to 
which the best interests of the na- 
tional government and the country 
are tied to the enlightened best 
interests of its most important seg- 
ments. 


“But I have also been impressed 


that all the segments, including the 
national government, must operate 
responsibly in terms of each other, 
or the balance which sustains the 
pnere welfare will be lost.’ 

. As businessmen, your in- 
terest is profits or the maintenance 
of an adequate margin of return of 
your investments. To the extent that 
you want to protect your profit 
margins, our interests are identical, 
for after all we in the national 
government have a large stake in 
your profits. (The President was in- 
terrupted by laughter at this point.) 
To the extent that you must raise 
your prices to make these profits, 
our interests at home and abroad 
stand in delicate balance. 

“We have many burdens in Wash- 
ington—we do not want the added 





burden of determining individual litely and applauded politely when he 
prices for individual products. We finished. It’s doubtful that he made 
seek instead an economic climate in very many converts. 

which an expanding concept of busi- 


ness and labor responsibility, an in- Parsons Company Names 
creasing awareness of world com- 


merce and the free forces of domes- New Distributors 


tic competition will keep the price The Parsons Co. recently appointed 
level stable and keep the govern- Road Construction Equipment, Inc., 
ment out of price-setting. Lubbock, Tex., and Contractors Equip- 
“If American business does not Ment Supply Co., Boise, Ida., as dis- 
earn sufficient revenue to earn a ‘ributors. The Texas company will 
fair profit, this government cannot take care of the northwest part of that 
earn sufficient revenues to cover ‘State and the Idaho company will take 
its outlays. If American business ©4Te of the southern half of that state. 
does not prosper and expand, this The distributors will sell and service 
government cannot make good its the complete line of Parsons Trench- 
pledges of economic growth. Our liners which includes ladder and wheel 
foreign policies call for an increase ‘*YPeS ranging in size from small ma- 
in the sale of American goods chines for digging utility trenches to 
abroad, but it is business not govern- large machines to dig ditches for 
ment who must actually produce ¢Toss-country pipelines. 
and sell these goods. . . .” J E 
The President told the businessmen Happiness Selective 
that he understands the businessman’s True happiness is of a retired na- 
problems, that his administration is ture, and an enemy to pomp and noise; 
not anti-business, that we all must _ it arises, in the first place, from the 
work together to expand our economy enjoyment of one’s self; and, in the 
and curb inflation, etc., and he ex- next, from the friendship and conver- 
plained his role in the steel price rise sation of a few select companions.— 
situation. The audience listened po- JOSEPH ADDISON. 





NORTH ELECTRIC ERICOFON 


the only phone in the world with “the 
dial that comes to you’’—still available 


only through The Dynamic Force In The 
Telephone Industry... 
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‘cis MORTH ELECTRIC 


A TELECOM DIVISION + GALION, OHIO 


Whirlpool Inaugurates Automated 
Telephone Ordering System 


munications system has been in- 

augurated by the Whirlpool Corp.. 
manufacturers of major appliances, 
which, on completion, will be the larg- 
est application yet announced of Bell 
System Data-Phone service and Inter- 
national Business Machines 1001 data 
transmission equipment. It is also re- 
ported to be the fastest, most effi- 
cient order and supply procedure yet 
developed, according to Richard H. 
Truex, Whirlpool’s manager of data 
communications. Because of its broad 
potential use, the automated procedure 
may start a new trend in ordering 
methods for many businesses. 


A NEW ORDER and supply com- 


Reduce Inventory Levels 


Linking the company’s La Porte, 
Ind., service center with many of its 
distributors by a machine telephone 
network, Whirlpool can now reduce 
time required to receive and deliver 
orders from 14 days to 1% days. 

By using machine transmission of 
sales orders by telephone, the system 
is helping to level Whirlpool’s produc- 
tion peaks and is reducing inventory 
levels for both the company and its 
distributors. 


It is the first data communications 
system of its kind where a company 
communicates with other companies 
in machine language by telephone. 

Currently, 17 independent supply 
centers have been connected to the 
automated communications network. A 
total of 46 are planned for partici- 
pation by the end of the year. Ulti- 
mately, Whirlpool expects to have all 
76 of its major customer supply points 
brought into its nation-wide system, 
Mr. Truex says. 


Heart of the unique network is IBM 


phone. Wide Area Telephone Service 
(WATS) enables Whirlpool to make 
unlimited interstate calls at a flat 
monthly rate which is substantially 
lower than individual long distance 
calls. 

After the telephone connection is 
made, previously supplied order cards 


are fed into an IBM 1001 card sender 
by the distributor. Data-Phone data 
sets convert the data into tones suita- 
ble for transmission over regular tel- 
ephone lines. In La Porte, the data 
sets change the tones back to machine 
data and IBM 1001 card punches re- 
produce the order cards with all per- 
tinent information—an exact duplicate 
of the card telephoned in by the dis- 
tributor. 

When all parts orders have been 
telephoned in, the distributor hangs 
up the telephone to complete the 
transmission. The service center then 
calls another distributor and the cycle 
is repeated. 

The service center feeds the trans- 


1001 data transmission equipment 
functioning over regular telephone 
lines through use of the Bell System’s 
Data-Phone service. Data received is 
then processed by a computer system. 


New supply operation at Whirlpool’s La Porte, Ind., service center acts on 
punched card telephone orders from distributors throughout the country. Twice- 
weekly calls are originated by the center to each distributor according to 
schedule (upper left). Sales order data, transmitted by telephone, is received 
and converted by a Bell System Data-Phone 401B receiver, feeding into an 
IBM 1001 punch which produces an identical punched card. Without further 
processing, cards are quickly run through a RAMAC 305 computer (upper 
right) which searches the customer’s account record, checks and updates in- 
ventory balances, determines availability and location, prices the item and 
produces extended order cards. Order cards then go through an IBM 407 ac- 
counting machine (lower left) which writes the order and warehouse ticket. 
This enables a faster and more convenient warehouse operation (lower right). 
Parts are selected by use of the machine-produced picking tickets and packed 
for shipping. 


Calls Distributors by WATS 


Departing radically from traditional 
ordering procedures, distributors now 
place orders by transmitting punched 
cards by telephone. 

According to a predetermined sched- 
ule, the La Porte service center calls 
each distributor twice a week by tele- 
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mitted order cards into an IBM 
RAMAC 305 computer which speeds 
and simplifies warehouse processing. 
Where feasible, Whirlpool is also mak- 
ing greater use of air freight to further 
reduce delivery time. 

“The net effect”, Mr. Truex says, 
“is completed shipments ready to ship 
from the service center in less than 
24 hours—a third of the time it pre- 
viously took for mailed orders to reach 
us.” 

The La Porte center supplies inde- 
pendent distributors with maintenance 
parts for dishwashers, food disposers, 
home laundry equipment, refrigera- 
tion, and vacuum cleaners. The center 
also has responsibility for planning, 
customer relations, accounting and 
purchasing, both for La Porte and for 
a similar center in Evansville, Ind. 

“Previously,” Mr. Truex explains, 
“The routine system took an average 
of 14 days to completely fill an order. 
Three days were generally lost by a 
distributor writing and mailing an or- 
der. Then another three days were 
required to completely process the or- 
der in the plant. Add to that an av- 
erage of eight days for surface trans- 
portation. So, from the time a distrib- 
utor ordered and received a shipment, 
about 14 days elapsed. 


Same-Day Deliveries 


“With our new automatic parts re- 
plenishment program, however, in- 
bound and plant processing time is 
reduced from six days to one. By 
greater use of air freight, we have 
been able to greatly reduce shipment 
tin.e—from eight days to one. In many 
cases we can even provide same day 
delivery,” Mr. Truex says. 

“With the reduction possible from 
14 days to one and one-half days, we 
have successfully met one of the pri- 
mary objectives of our new program: 
We are able to provide distributors 
with parts in the shortest possible time, 
thereby improving service to the pub- 
lic while helping to keep distributor 
inventories at a desirable level. 

“This means we are now able to 
increase our customers’ and Whirl- 
pool’s profit by providing paperwork 
simplification, shorter and faster pipe- 
lines, greater inventory turnover and 
lower inventory cost,’ Mr. Truex ex- 
plains. 

Making this possible was IBM with 
its 1001 data transmission equipment 
and the Bell System with its Data- 
Phone service which enable the 1001’s 
to use regular telephone lines for send- 
ing and receiving information in ma- 
chine language. 

“Use of Wide Area Telephone Serv- 
ice now makes it economically prac- 
tical for us to call distributors on a 

(Continued on page 42) 
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YOUR GERTSCH FM-3 
FREQUENCY METER 
CONVERTED TO MEET 


FCC REQUIREMENTS 


FM-3 


FM-3A 2-Way Communication 
Frequency Meter 


Frequency Meter 


— factory conversion provides direct reading 
of all allocated channels in the 150-170 me band 


All Gertsch Model FM-3 frequency meters can now be factory- 
converted to measure and generate all assigned channels in both 
150-170 mc, and 450-510 mc bands ... with +.0003% (3 ppm) 
accuracy. Instrument features a single 1-mc crystal which is 
easily standardized against WWV. 

Converted units can also be operated as standard FM-3 instru- 
ments through 20 to 1,000 mc, at .001% accuracy. 

Conversion includes: an all transistorized converter module, a new 
front panel and carrying case, and a built-in amplifier (with 
speaker). Also, a front-panel jack allows input of external audio 
signals, such as those from a Gertsch Model DM-3 deviation meter. 
Space for a DM-3 is provided in the case. 


Compact size — only 1314” W x 111%” D x 1334” high. 


New Gertsch frequency meters are also available in both battery 
operated and AC power supply units. New meters incorporate same 
features as converted instruments. 


Send for literature on FM-3A series. 


—=(ertseh = 


GERTSCH PRODUCTS, Inc. 
3211 South La Cienega Boulevard, Los Angeles 16, California/UPton 0-2761 - VErmont 9-2201 
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CEECO TYPE C274 
GALVANIZED STEEL CASE ASSEMBLIES 


FOR DIRECT EARTH BURIAL INSTALLATION. 
CONTAINING FOUR TO FOUR HUNDRED SIXTY UNITS. 


These assemblies can be equipped with loading coils, 
capacitors, inductors and MF units. 


NOTE: 

These assemblies are 
completely covered 
with plastic tape to 
protect ali metal 
from electrolysis and 
other soil 

corrosive agents. 


TYPE C274 CASE 


@® LEAD STUB ASSEMBLIES ARE PRESSURIZED. 

@ PLASTIC STUB ASSEMBLIES ARE SEALED IN THERMOPLASTIC 
COMPOUND TO INSURE PROTECTION FROM MOISTURE. 
Write us for assistance on your loading problems. 

Ceeco assemblies are sold by your telephone equipment 


supplier. 


COMMUNICATION EQUIPMENT & ENGINEERING CO. 


5646 West Race Avenue e Phone EStebrook 8-3109 e Chicago 44, Illinois 








mere =e 


King Size capacities 


Digs to 5%’ deep - 
18" wide with no costly 
changeover 


Reversible conveyor - 
deposits dirt on either 
side of trench - no 
spill back 


Absolutely straight - 
line trenches - no 
side thrust 


Fingertip control - you 
see trenching progress 
at all times 


Accurate depths via 
precision hydraulic 
control valve 


Safety transport lever 
forward or reverse 
movement without gear 
shifting - no accidental 
“runaway’’. 


46,000 tensile strength 
chain compared to 
28,000 of competitive 


units. 


a 


ARPS MODEL L-12 


TRENCH 
DEVIL 


Write for free bro- 
chure detailing the 
ARPS L-12 Trench 
Devil or Model M-A2 
Trench Devil for 
smaller capacities 


ARPS 
CORPORATION Err. 1 


Since ys NEW HOLSTEIN, WISCONSIN 
Trenchers @ Half-Tracks @ Dozers @ Utility Blades 





COLLEGE ALUM DRIVE 


Concluded from page 22 


plant personnel installed five special 
lines in the college administration 
building. The college PABX system, 
with its three city trunks was, there- 
fore, left undistrubed to handle its 
normal traffic. All was now ready for 
the nationwide telephone solicitation. 

As the calling got under way, we 
were once more acutely aware that 
success so often depends, in large part, 
on thorough planning and careful co- 
ordination. The traffic was handled 
superbly. 

And did we hear somebody men- 
tion money? It’s too early to know 
how many of the alumni pledges will 
ultimately be paid. A positive response 
was received from about 60 per cent 
of the calls. This is in contrast to 
about a 30 per cent response from 
mailings. We feel that this is a direct 
result of the interest shown by the 
callers and the effect of the personal 
contact they were able to make by 
telephone. 

Mr. McClellan was genuinely sur- 
prised and pleased with the low cost 
of the service to the college. To date 
450 calls have been placed with an 
average cost of $1.10 per call. An- 
other group of calls will be placed 
later. 

Mr. McClellan pointed out the fringe 
benefits the college is receiving from 
the calls. Each night that we stopped 
at the college to check the progress of 
the campaign, we had the feeling of a 
homecoming reunion. The college had 
provided the callers with a table filled 
with refreshments. Each time a caller 
took time out for a break, we would 
hear an enthusiastic account of one 
of his last calls. Very often it was an 
account of a conversation between 
friends, or even relatives, who hadn’t 
seen each other in years. Sometimes 
they brought back greetings to other 
callers. Often there was friendly com- 
petition among the callers. Mr. McClel- 
lan felt that all this renewing of old 
friendships would have a_ definite 
unifying influence on the alumni of 
the college. 

In conclusion, we would like to point 
out some of the fringe benfits of this 
unique plan accruing to the telephone 
company. To begin with, there is the 
increased revenue which resulted by 
the calls placed from the college. It 
also gave us a chance to work closely 
with a group of people in our commu- 
nity. This is an opportunity we al- 
ways seek and welcome. We demon- 
strated to a group of people the value 
of placing calls by number and the 
area code. And above all we en- 
couraged people to make more fre- 
quent use of telephone service. 
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Gleason Asks To Be Relieved 
Of Kansas Association Post 


Douglas Gleasan, secretary of the 
Kansas Telephone Association since 
Aug. 1, 1952, has announced that he 
has notified the board of directors of 
the association that he would like to 
be relieved of that office on Aug. 1, 
and in no event later than December 
31. 


ar i byt. <7 Fa ef bill, ° a 
Mr. Gleason said that demands of BUDEIL MAN ise a 
his professional and business interests , el 


require his full time and attention. He 


is senior partner in the law firm of Gas Filled Tube 


Gleason, Gleason, Doty and Logan, with PROTECTO RS 
offices in Ottawa and Topeka, and | 


- 


Gas filled tubes discharge high voltages much faster than con- 
ventional carbon blocks — ten times faster than air gaps — and 
discharge both sides of the pair at the same instant, preventing 
build-up and damage to equipment and insulation. 


TYPE 167-B For Carrier Terminals 


A panel-type unit which protects carrier terminals, their band 
pass filters, and other equipment from excessive voltage on the 
carrier line, the power line, or both. Consists of two plug-in type 
tubes, two 6-amp auto-reset circuit breakers, terminal strips, pro- 
tected power outlet, and convenience outlet. If lightning or a 

DOUGLAS GLEASON power surge loads both power and telephone lines at the same 
instant, each tube discharges its respectiye line, with the circuit 
breakers also serving the power line. These circuit breakers also 
prevent follow-up arcs from normal current, eliminating expen- 
sive fuse replacement trips. Tubes are of 300-500 volt breakdown, 
will serve for years without maintenance. In that time, only a 
the time for more detailed study, con- direct hit or near miss will be cause for replacement. For both 
sideration and some writing in the remote and central office carrier terminals. The units mount on 


field of public utility law relating to | standard 19” racks, are 314 inches high. 
rate and service regulation, financing, 


corporate and inter-corporate organiza- 


tion as applied particularly to small we, 
telephone companies. 


TYPE 167X1 
In addition he is president of Cald- | 
well (Kan.) Telephone Company, Inc.; | 4 at For Telephone Lines 


vice president of Northern Kansas og Siainiinlin: inde : tect f 
Telephone Co. of Ottawa, Kan.; presi- | : SNES, TENE“ PSr PLOWwr 
dent of Topeka Hiway Mower, Inc., a : , i carrier line filters, impedance match- 
manufacturing corporation, and presi- ; ing ee similar ye 
dent of The Gleason Co., Inc., a real a agers ‘di ge we chen 
estate corporation owned entirely by Ea ; & ote Z imale. Uk oO re ad er 
Mr. Gleason, his brother Thomas E. a perigee A Saar eae “ele: oun A 
Gleason, and their father, R. D. Glea- pes 4 wy VON Se. EE Cy ae 
pa ; : mounting, with snap-on weather- 
In addition to notifying the Kansas | ‘ “i _ aS proof cover, fully insulated leads. 

association’s board of his intention t : 

aie st ceeemied aie gf scriacing et Write or call for information or Bulletin 259-C 
recently resigned his post as city at- 


torney of Ottawa, and has just com- BUCKEYE TELEPHONE & SUPPLY co. 


pleted a two-year term as president j OOCOOOOCETOEEEEET TEETER ERERERERETROEEEERETEE REESE EERO ROTOR EE TOC ROR EEOREEREROOR EC EEEROCEOOSEO HEREC ER REE EO ER ERESeEROEEeeeeeeeeeeeeReEeE® 
of the Franklin County (Kansas) Bar 1250 Kinnear Road Columbus 21, Ohio 
Association. Telephone — HUdson 8-0655 (Area Code 614) 


serves as counsel for a number of In- 
dependent telephone companies. He 
has often expressed the desire to have 
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LINE CLEARING 


WHIRLPOOL AUTOMATED ORDERING SYSTEM 


Continued from page 39 


PRUNERS | regular schedule at our expense. In 


DEPENDABLE 
HEAVY DUTY 


Designed and manufac- 
tured with utility line 
clearing in mind. Rug- 
ged, heavy duty tools 
that are famous for their 
fast, easy cutting action. 


No. 11 


A strong, dura- 
ble, easy cutting 
pruner head 
that cuts up to 
1” branches with 
ease. Open 
stock spruce ex- 
tension poles in 
6 foot sections, 
with telescoping 
aluminum joints. 


No. 12 
Cuts up to 114” 
branches. Prun- 
er head is mal- 
leable iron 
casting, husky, 
unbreakable. 
Smooth, easy 
cutting action, 


LOPPING SHEARS 


Heavy duty, fast, easy cutting loppers 
designed for utility use. 


No. 75 
Compound lever cutting action, 
smoothly slices through 134” to 2” 
branches. 


Nos. 525, 530 
The famous “Tiffany” pattern lopping 
shears 25” and 30” models. Cut 
branches up to 134”. 


PRUNING SAWS 


TEN) 


No. 1826 


26” blade of Sandvik Swedish steel 

especially designed for tree work. 

For those spots where a chain saw 
can't operate. 


Send for literature and additional in- 
formation on pruning tools of all types. 


SEYMOUR SMITH & SON, INC. 


Oakville, 


Quality Tools Connecticut, 


U.S.A. 


j 


effect, this is like having flat rate 
local service for the entire country.” 

Experience with the new automatic 
parts replenishment program has al- 
ready resulted in a number of advan- 
tages for Whirlpool and its distribu- 
tors, he points out. 

“Improved customer service has 
been brought about through reducing 
ordering time from an average of three 
days in the mails to a few minutes 
over the telephone. Distributors can 
now deliver parts to customers in a 
fraction of the time previously re- 
quired, thereby reducing appliance in- 
activity. 

“Improved distributor relations have 
been another major benefit of the new 
system. Ordering is simpler and faster 
with far less paperwork. Reduction in 
parts delivery time has enabled dis- 
tributors to reduce inventories and 
increase turnover. Regular telephone 
contact has also developed closer per- 
sonal relationships between distribu- 
tors and the service center. 

“Improved warehouse operations 
have resulted from feeding IBM out- 
put cards directly into the computer 
for immediate processing. This saves 
the previously required time and cost 
of opening the mail, checking orders 
and punching and verifying order 
cards. Under the previous procedure, 
almost 10 per cent of the line items 
ordered presented some difficulty in 
deciding what was wanted. Use of pre- 


punched order cards corresponding to 
each individual item has reduced this 
factor to a minimum. 


Peak Load Problems Reduced 


“Calling distributors on a pre-estab- 
lished schedule also minimizes peak 
load problems which occurred under 
the old mail procedure,” Mr. Truex 
says. 

Because this data communications 
system links a number of independent 
companies together, Whirlpool has 
faced a unique situation. Richard Tru- 
ex has had to prove to distributors the 
advantages of the new system. 

Mostly through personal visits, he 
has been successful in selling the idea. 
Each distributor pays the cost of his 
own transmitting equipment which 
runs approximately $20 a month. 
Whirlpool assumes the responsibility 
for transmission costs. 

“We feel that the new system places 
us in a very healthy position now and 
in future years to render a more prof- 
itable and expanded service to cur 
customers,” Mr. Truex said. “Our au- 
tomatic parts replenishment program 
has eliminated more than two-thirds 
of our paperwork time and expense 
and it also provides the machinery for 
handling almost twice the amount of 
business at little or no increase in 
processing costs.” 

Whirlpool’s La Porte service center 
handled 600,000 orders in 1961. “We 


PARTS DISTRIBUTION SUPPLY CYCLE 


WRITING ORDER MAILING ORDER 


ORDER PROCESSING ORDER SCHEDULING 


(WAREHOUSF) 


ELECTRONIC ORDERING 


(DISTRIBUTOR OR SEARS STORE) 


ORDER PROCESSING ORDER SCHEDULING 


RECEIVING 
AND SORTING OF MAIL 


| seen tetens tame | 


PARTS SELECTION 


PARTS SELECTION 


KEY PUNCH AND 
VERIFACATION OF ORDERS 


S 
rs 


ORDER EDITING 


S 
yy 


SURFACE SHIPMENT 


TELEPHONE COMMUNICATIONS 


4/a@ 


SURFACE SHIPMENT 


1 DAY INBOUND 
Soe IN PLANT 
8 DAYS 
fol a 2, OUTBOUND 


MZ INBOUND- 
OUTBOUND 
AIR SHIPMENT 0 A Y ey cag 


Significant time reductions resulting from Whirlpool’s new system of collecting 
sales orders by telephone is shown in this graphic comparison of the old and 
new procedures. Pioneering a new concept in ordering and supply techniques, 


Whirlpool can now reduce its parts distribution cycle from 14 days to one- 
and-a-half. 


Sales Representative 
JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, New York 
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expect to be filling orders for more 
than 900,000 parts in five years, reach- 
ing an annual parts volume of $1,000,- 
000 in 1970,” Mr. Truex adds. “And 
we expect that our new system will 
be a key factor in facilitating the han- 
dling of this growth.” 


SIMPLIFIED LOOP DESIGN 


Concluded from page 21 


the lengths of each cable required 
are: 26 AWG, 6,000 feet (existing); 
24 AWG, (distance “ce”), approxi- 
mately 5,800 feet; and 22 AWG (dis- 
tance “eg’’), approximately 6,200 feet. 
From the foregoing, it will be noted 
that the field engineer can design sub- 
scribers’ loops to ensure good trans- 
mission and maximum economy, with- 
out worrying about “(T+R)/2”, 
“gains”, “losses”, “decibels”, “dba”, 
“dbm”, “dbRN”, etc. The problem is 
reduced to “ohms”, “feet” and “load- 
ing’, and the results will be as satis- 
factory as any obtained by using com- 
plicated formulae and calculations. 


B. H. Oliver Named to New 
Position at Long Lines 

Benjamin H. Oliver Jr. has been 
named director of government com- 
munications of the Long Lines De- 
partment of American Telephone and 
Telegraph Co., effective July 1. He will 
be located in Washington, D. C., and 
will be responsible for all communica- 
tion services—both military and civil— 
that Long Lines furnishes the govern- 
ment. 

He has been replaced as vice presi- 
dent of New York Telephone Co.’s Up- 
state Territory by Walter A. Giles, 
formerly vice president in charge of 
marketing. 

Since November, Mr. Oliver has 
been on special assignment as chair- 
man of New York State’s Committee 
on Nuclear Attack Recovery. 


Youth Sentenced to Year 
For Telephone Fraud 


James Earl Johnson, 19, Denver, has 
been sentenced to a year in Denver 
County Jail after a Colorado Superior 
Court judge found him guilty of tele- 
phone fraud. 

Police said Johnson made a 90-min- 
ute telephone call from Denver to 
Chickasha, Okla., March 17, 1961, and 
charged the call to another telephone 
number. 

Police intelligence officers investi- 
gated the complaint by the Mountain 
States Telephone & Telegraph Co. and 
arrested the suspect May 16, 1961. 

Johnson was found guilty July 17 
in a municipal court and won a new 
trial in superior court. 
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WHEN TELEPHONE LINES ARE FULL 
ADD 11 MORE MESSAGE CIRCUITS 


WITH A LYNCH LOW-COST 
FM CARRIER SYSTEM 


The Lynch FM Carrier System, Type B630, will provide you with additional message 
circuits when your wire lines are full because it operates at higher frequencies than 
most wire line carriers in use today. You can add message circuits because the 
B630 will operate above the frequencies of your existing carrier on the same wire 


line without disturbing existing circuits. Up to 11 channels may be added between 
44 and 412 kc. 


Message circuits may be added to your cable 
with the Lynch Cable Carrier, Type B650—on 
your radio system with the Lynch B640 Radio ———_—_—_—__— 
Carrier. 
When you need additional message circuits, cal! 
or write your nearest Graybar representative for 
the full story . . . or contact: 


LYNCH COMMUNICATION SYSTEMS INC 


/@ 
695 Bryant Street, San Francisco 7, California Contact your Graybar 
Dept. A-512 ‘GrataR Representative or call us direct 
EXbrook 7-1471 Area Code 415 feeb orcs: for complete information 


636 
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Maryland Court Rejects 
Telephone Rate Appeal 


An opinion handed down by Circuit 
Judge Joseph Allen in Baltimore dis- 
missed an appeal by the Chesapeake 
and Potomac Telephone Co. from a 
Maryland Public Service Commission 
decision that last year granted the 
company rate increases of $458,000 a 
year, only a fraction of what the com- 
pany had requested. (TELEPHONY, Apr. 
22, and May 20, 1961). 

The company argued in its appeal 
that it should be allowed to increase 
rates sufficiently to provide 5.5 million 
dollars in additional annual income. 

In rejecting the company’s appeal, 
the court cited sharp increases from 
1952 to 1960 in the company’s net an- 
nual income, accumulated surplus, and 
dividend payments to its parent com- 
pany, the American Telegraph & Tele- 
phone Co. The court held that: 

(1) The commission properly al- 
lowed a rate of return of 6.3 per cent 


Courts and Commissions 


instead of 7.25 per cent requested by 
the company. That rate of return was 
not attacked by the company ir the 
court review. 

(2) The commission’s rate base val- 
uation of $321,185,305 as of Dec. 31, 
1960, was proper, instead of the 360 
million dollars which the company 
claimed to be the proper “fair value” 
of its property “used and useful in 
rendering service to the public.” 

(3) The commission properly fol- 
lowed technological ideas advanced by 
the Maryland Court of Appeals in a 
1952 rate case, in deciding that full 
increased cost of present-day plant 
replacements should not be recognized 
because of the greater efficiency of 
modern-day equipment. 

(4) The commission properly made 
adjustments on the company’s operat- 
ing expenses because of the low ratio 
of its debt to capital investment, which 
primarily benefits the AT&T. 

The court held that the adjustment 
was “not interference with manage- 





GENERAL MACHINE PRODUCTS COMPANY, INC. 


Old Lincoln Highway at Pa. Turnpike, Trevose, Pa. 


AERIAL TENTS 
CABLE BENDERS 
CABLE BLOCKS 
CABLE LASHERS 
COAXIAL CABLE TOOLS 
LASHING WIRE 
CLAMPS AND GRIPS 
PORTABLE & POWER 


C-R POWER REEL 


SLACK PULLER 


i, 
CABLE FEEDER 


Special Purpose Tools to Specifications — Catalog on Request 


Over 600 various items of Line Construction Tools, Maintenance 


PRESSURE TESTING KIT 





B,C, D,£,&G 
CABLE LASHERS 





& Pressure-Testing Equipment in stock for immediate shipment 


ment; it is preventing an inequitable 
result to the public from an action 
which is found to be unreasonable.” 

Judge Allen agreed with the com- 
mission that the AT&T had received 
benefits from the C&P company’s set- 
up and had not allocated a similar por- 
tion of those benefits to the C&P. 

In reference to increased efficiency 
of modern plant improvements, Judge 
Allen quoted a 1952 decision of the 
Maryland Court of Appeals which said 
that most equipment becomes obsolete 
before it wears out. 

High reproduction costs at today’s 
prices, the appellate court said at that 
time, are “measureably offset by the 
technological improvements constantly 
discovered and introduced to meet the 
rising costs of labor and materials.” 

Judge Allen said that since 1952, the 
company’s ratio of up-to-date plant 
had increased, with the more recent 
additions amounting to more than 96 
per cent of the surviving plant prop- 
erty. That, he said, narrowed the gap 
between original cost and allegedly 
higher reproduction costs. 


Richmond, Va., Telephone Bill 
Increases Expected 


Nearly 6 per cent is expected to be 
added to the telephone bills of Rich- 
mond, Va., subscribers as the result of 
action being taken and proposed in the 
Richmond city council. 

Three per cent of this amount is pro- 
posed to be added for budget purposes 
to the 10 per cent the city already 
imposes in taxes on telephone bills. 
In addition, somewhere between 2% 
and 3 per cent will be added by the 
telephone company as the city substi- 
tutes a license tax for its present 3 per 
cent gross receipts tax. 

The city council voted to extend the 
1932 franchise provisions, which expire 
May 12, to June 13 to allow time for 
a new franchise to be arranged. 

Under the present 30-year franchise, 
the city collects about $300,000 an- 
nually. The company notified the city 
it was not interested in continuing 
such an arrangement. The city pro- 
poses to replace this loss by a license 
tax. 

Under the present arrangement, the 
tax is an expense of the company, 
counted in its cost of doing business, 
and therefore in its rate base. It is 
thus paid by telephone subscribers as 
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a part of the rate allowed by the Vir- 
ginia Corporation Commission. 

Under the proposed plan, the com- 
pany may pass on directly to sub- 
scribers in Richmond all of the tax 
imposed by the city beyond 1% per cent 
of the gross. 

If the company should be able to 
pass on 3 per cent and the city adds 
another 3 per cent to its present 10 
per cent and the 10 per cent federal 
tax is continued, a $7 straight line 
telephone would cost the subscriber 
$8.82 monthly instead of the present 
$8.40. 

The ordinances just adopted by the 
city council extend the franchises of 
both the Chesapeake and Potomac 
Telephone Co. of Virginia and the 
American Telephone and Telegraph Co. 
of Virginia until the new franchise de- 
tails can be worked out. 


Authorize Tenn. Dial Raise 
Effective on Cut-Over 

The Tennessee Public Service Com- 
mission on Apr. 17, granted a rate in- 
crease to the Englewood Telephone 
Co., Inc. for dial service, to become ef- 
fective at the time of cut-over. 

An attorney, Joe Washington, speak- 
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ing for the company, stated that the 
Englewood company obtained a loan 
from the Kellogg Credit Corp. to im- 
prove its system, which it is expected, 
will more than double its service in 
“the next several years’’. 

One-party business service will cost 
$8.00 per month, and one-party resi- 
dence will be $5.50, upon conversion 
to dial service. 


Connecticut Commission 
Reduces Rate Request 

A request by the Woodbury Tele- 
phone Co. for higher rates has been 
reduced by the Connecticut Public 
Utilities Commission. 

The commission authorized the com- 
pany to file a revised rate schedule to 
yield about $10,300 more in annual 
revenues based on 1961 figures. 

The company had asked permission 
to increase its revenues by about $32,- 
600 yearly, based on estimated 1962 
business. The commission said this 
would have amounted to a $92,500 in- 
crease on a 1961 pro forma basis. 

The authorized rates will raise the 
company’s present rate of return from 
5.5 per cent to 5.8 per cent, the com- 
mission said. The commission further 


said the company’s request would have 
raised the rate of return to an un- 
reasonable 6.47 per cent. 


Authorize Missouri Sale 

The Missouri Public Service Com- 
mission on May 1 authorized the sale 
of the Stella Telephone Co. to E. L. 
and Ruth Millikin (TELEPHONY Mar. 
10). Seller is Mrs. Hazel Griffith of 
Stark City, who stated that she 
wanted to sell because she didn’t 
have the funds to modernize the ex- 
change. However, Mrs. Griffth retains 
the Stark City Telephone Co., Stark. 


OK 3 Independents’ Sales, 
One to NW Bell in Minn. 

The Minnesota Railroad & Ware- 
house Commission on May 1 authorized 
sales as follows: 

The Pelican Telephone Co., Pelican 
Rapids, to the Hohman Telephone Co., 
Peilcan Rapids. The Pelican Telephone 
Co., which has been serving 1,006 sta- 
tions, was allowed to sell properties 
in which 76 stations are served in Beck- 
er and Otter Tail counties. These prop- 
erties will be operated under the name 
of the Hohman Telephone Co. 


s for WAX X. 


in WALI BOOTTH 
or WELCOME 
sin SMALL SPACES) 


in certain areas 


just as strong as a full size 


when it comes to picking up profits 


siete, 


BOOTH PRODUCTS 
by BENNER-NAWMAN, INC. 
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New techniques 
in COMMUNICATIONS 


Gustav Hirsch Organization, 
Inc., offers the most compre- 
hensive program in the com- 
munications industry — skilled 
engineering, quality construc- 
tion and many special services. 


GHO projects include toll dial- 
ing, microwave circuiting and 
automatic switching. For expan- 
sion or an entirely new system, 
GHO is ready to serve you. 


HUdson, 8-0611 


¢¥ 


| 
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Rapids, to Northwestern Bell Tele- 
| phone Co., Minneapolis. The Good com- 
| pany has been serving 24 stations in 
| the vicinity of St. Cloud, which will 
| henceforth be operated under the 
| name of Northwestern Bell. 

7 
The Bowstring Township Telephone 
Co., Bowstring, to the People’s Tele- 
phone Co., Inc., Bigfork. The 45 sta- 
tions served by Bowstring will in the 
| future be operated under the name of 
the People’s company. The People’s 
| company also acquired the Marcell 
company recently (TELEPHONY, Apr. 7). 


General of Southwest Gets 
_ Three Increases in Texas 

The General Telephone Co. of the 
Southwest, San Angelo, Tex., on May 
4, announced the following rate 
creases, which became effective 
April. Old and new schedules 
shown. 

Arnett, Okla., Apr. 1, dial, 263 sta- 

tions. 


in- 
in 
are 


Old 
$7.50 
6.50 
4.20 4.75 
3.60 3.90 


Comstock Tex., Apr. 18, dial, 76 sta- 
tions. 
One-party 
Two-party 
One-party 
Two-party 


New 
$8.50 
7.50 


One-party 
Two-party 
One-party 
Two-party 


business 
business 
residence 
residence 


business 
business 
residence 
residence 


8.50 
7.00 
4.75 
4.00 


26, dial, 


9.50 


5.25 
4.00 
Chirstoval, 181 

stations. 
One-party 
Two-party 
One-party 
Two-party 
Four-party 


Tex., Apr. 


business 
business 8.00 9.00 
residence 5.25 5.75 
residence ———(New) 4.50 
residence 3.50 4.00 


9.50 10.50 


| Ask Sale $5 Million Bonds, 
OK Financing in Wash. 


West Coast Telephone Co., Everett, 


Wash., on Apr. 27, filed application 
| with the Oregon Public Utility Com- 
missioner asking authority to sell 5 
million dollars in first mortgage bonds. 
West Coast said the bonds would 
be marketed in a private sale to 
John Hancock Life Insurance Co., 
Aetna Life Insurance Co., Shell Prov- 
ident Fund, Pacific Mutual Life In- 
surance Co., California State Em- 
ployees’ Retirement System and Cali- 
| fornia State Teachers Retirement Sys- 
| tem. 
Proceeds from the bond sale would 
| be used in the company’s 1962 con- 
struction program. 
. 
West Coast Telephone Co. stock- 
| holders on May 3, approved a 2-for-1 
split of common stock and an increase 
| in authorized shares to 4.5 million dol- 
| lars from 2 million dollars. Both moves 


are effective June 1. Directors said 
they intend to pay a quarterly rate of 
18 cents a share on the new stock, 
equal to the 36-cent rate on the old 
stock. 


North Carolina Commission 


Hears Rate Increase Request 

The North Carolina Utilities Com- 
mission held a hearing at Asheville, 
N. C., April 24-27 on a rate in- 
crease requested by the Western Caro- 
lina Telephone Co., Weaverville, which 
would give it additional gross revenues 
of $283,075.08 annually. A decision is 
not expected before June. 

The company has announced a $2,- 
289,000 expansion program which it 
has indicated might be contingent up- 
on being granted the rate increase. Its 
officials testified that the old rate of 
return on its investment was 4.58 per 
cent and that the increase would give 
it a rate of 6.35 per cent. 

Residents of the area opposed the 
increase. 


Ask $91,000 Raise for W. Va. 


Subsidiary of N.Y. Company 

The United Telephone Co. of West 
Virginia, St. Marys, subsidiary of the 
Independent Telephone Corp., Dryden, 
N. Y., has petitioned the West Virginia 
Public Service Commission for rate in- 
creases that would yield additional an- 
nual revenues of $91,000 from five ex- 
changes in the state. The commission 
was to have heard the rate request on 
May 2. 

Total plant investment of the West 
Virginia operation, involving exchanges 
at Grantsville, Arnoldsburg, Sardis, 
Wallace and St. Marys, as of Sept. 30, 
1961, was listed by the company at 
$2,307,154. 


General of Ilinois Seeks 


Approval for Financing 

General Telephone Co. of Illinois re- 
portedly filed a petition with the Il- 
linois Commerce Commission seeking 
approval to issue and sell 8 million 
dollars in first mortgage bonds and 
common stock with a stated value of 
$3,962,685. 

General plans to sell the common to 
its parent company, General Telephone 
& Electronics Corp., and the bonds will 
be sold to institutional investors. Pro- 
ceeds will be used to pay off notes to- 
taling 8 million dollars, and for financ- 
ing part of the company’s current con- 
struction program. 


Commission Okays Rates 

The Kansas Corporation Commission 
has approved an application of the 
Caldwell Telephone Co., Inc., to install 
interim dial rates at exchanges at Bell 
Plaine and Oxford. 
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lowa Telephone Company 
Sells to lowa-lillinois 

The Lone Tree Telephone Co., Lone 
Tree, Iowa, has been sold to the Ilowa- 
Illinois Telephone Co., New London. 
The Iowa-Illinois company recently 
acquired the telephone company at 
Nichols. It also operates telephone sys- 
tems in Riverside, Conesville, Ains- 
worth and Columbus Junction. 

The new owner plans to convert the 
Lone Tree system to dial within two 
years. 


Wisconsin Commission Gets 
Two New Applications 

The Wisconsin Public Service Com- 
mission has received an application 
from the Ryan Farmers Telephone Co. 
to sell its property to the Wisconsin 
Telephone Co. If granted, the Wisconsin 
company’s rates would apply for sub- 
scribers at Kewaunee. 


The Burlington, Brighton & Wheat- 
land Telephone Co has applied for 
authority to install a dial central office 
in the Bohner’s Lake area and to give 
extended area service between the 
Bohner’s Lake area and Burlington, 
which is served by Wisconsin Telephone 
Co. 


Man Saves 27 Children, 
Receives Vail Award 

A Brooklyn telephone man who 
saved 27 children from drowning in 
an icy creek last December has been 
awarded the New York Telephone Co.’s 
highest award for heroism. 

Thomas J. Malone, 39, father of five, 
received the bronze Vail medal from 
Willard G. Hampton, executive vice 
president, at the company’s New York 
headquarters. 

Taking part in the ceremony were 
Robert M. Burke, Long Island vice 
president, John J. Collins, general plant 
manager and Norman J. Carlsen, di- 
vision plant supervisor for South 
Brooklyn. Mr. Malone’s wife and chil- 
dren witnessed the presentation. 

Mr. Hampton commended Mr. Ma- 
lone for his courage and prompt ac- 
tion in saving the lives of 27 children 
ice skating on a pond at Sayville, L. I. 
For his efforts in rescuing the chil- 
dren in freezing water, one newspaper 
credited Malone with “sparing the 
community its worst disaster in his- 
tory.” 

Mr. Malone, a Navy veteran of 
World War II and Korea, has been a 
telephone man for the past 11 years. 
He is a service foreman in Brooklyn, 
and for the past six months has been 
giving traffic safety training courses 
in defensive driving. 
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CO MODERN... 


Go modern with the design and styl- 
ing that complements your paystation 
location as it advertises your service. 


TELPLASTICS 


A DIVISION OF THE WOODMAN CO., 
114 NEW STREET — DECATUR, sk 
Phone Atlanta, 378-2562— Area Code 404 


The TP38 Indoor Shelf has been de- 
signed especially for the ITT Kellogg 
K-580 coin collector and introduces 
several innovations. Colors have been 
carefully selected to emphasize the 
different K-580s, distinctive NEW 
flared styling to attract revenue 
against any decor, and the one piece 
construction of the plastic housing 
and sign provides a sturdy, more 
durable unit. 


For further information, call or write 
your nearest ITT Kellogg office. 
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Flexicom 


® Door answering from 


nearest phone 

Room to room intercom 
Monitors the Nursery 
Home security and 
convenience 
Transistorized—Low cost— 
Low maintenance 
Compact and attractive 
Use with standard 2-line 
phone 

Sells extension telephone 
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D-5 CONTROL UNIT 
(cover removed) 
Other Uses: 


HOTELS MOTELS APARTMENTS 
OFFICES HOSPITALS STOCKROOMS 


ADAPTABLE FOR USE THROUGH 
PBX AND PABX 





Ordering Information 
D-5 CONTROL UNIT $40.00 
DR-5 REMOTE UNITS EACH $9.50 | 


SD-5 SWITCHING UNIT $10.00 | 
F.O.B. Vienna | 


DISTRIBUTOR INQUIRIES SOLICITED | 


ORBIT 


ORBIT INDUSTRIES, INC. 
VIENNA, VIRGINIA 
703-938-2660 


News on New Products 


STAND-BY POWER—A line of stat- 
ic stand-by ac electric power systems 
has been introduced by Exide Indus- 
trial Marketing Division of The Elec- 
tric Storage Battery Co. 

The systems produce nominal 115- 
volt ac electricity by converting direct 
current from storage batteries. 


Previously, such stand-by power 


sve 


CONTINUOUS SYSTEM 


TRANSFER SYSTEM 
was available with dc storage-battery 
installations operating special de equip- 
ment or with less instantaneous motor- 
generators powering conventional ac 
equipment. 

The modular systems, adaptable for 
many applications, use as the basic 


TELEPHONY PUBLISHING CORP. 
608 S. Dearborn St. 
Chicago 5, Ill. 


“building blocks”  silicon-controlled 
rectifier inverters; stationary batteries; 
and constant-voltage, silicon-rectifier 
battery chargers. 

The stand-by systems are said to 
provide unusually economical, reliable, 
low-maintenance means of assuring 
continuous operations essential to 
communications systems, _ electronic 
data processing systems, and various 
types of equipment such as hospital 
instruments, emergency lighting and 
emergency signals. 

There are three basic systems: (1) 
continuous, (2) auctioneer and (3) 
transfer. These include 16 different 
models, rated from 2.5 to 45 KVA, 
having 120-volt, single phase, and 
120/208-V three-phase, 60-cycle ac out- 
puts. 

The continuous system is the sim- 
plest and most transient-free of the 
three. 

If the normal AC power source fails 
or fluctuates, the battery feeds de 
power directly into the static inverter 
which continues to supply ac power 
to the equipment. 

The frequency of the static inverter 
can be synchronized with that of the 
ac input to prevent any disturbance. 

The auctioneer system has charac- 
teristics similar to the continuous sys- 
tem. It includes two more components, 
a transformer rectifier and a diode, but 
usually it can be applied similarly. 

Where slight changes in output volt- 
age levels are inconsequential, the auc- 
tioneer system has the economic ad- 
vantage of requiring a smaller battery 
charger than the continuous system. 

In the auctioneer system, the ac in- 


Please have the manufacturer send me without obligation the literature 


indicated by the following numbers: 


NP1885 ; NP1886 


; NP1890 


NP1889 


Company 
Street 


Town and State 
5/12/62 


NP1887 


NP1888 
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How to 
save time and simplify the installation of Figure 8 cable 


Fact: By using Strandvise® in deadending, you need free only a minimum length of messen- 
ger ... 12 inches less than some other methods. 

Fact: Reliable’s No. 5582 all stainless steel Tangent Support, with separate clamping plates, 
offers 2 options for use: (1) You can leave the “J” hook in place permanently, or (2) Use 
the “J” hook as a stringing aid only and reuse it later on other jobs. 

Fact: By using Strandlink® to splice the messenger, only a short length of strand must be 
bared . . . 27 inches less than some other methods. 

Fact: With Strandvise, any undesirable twist in the cable can be removed before installing 
terminal — simply turn the Strandvise tube in its yoke. 

Fact: Reliable’s No. 5577 Drop Wire Span Clamp will hold 1 to 3 mid-span drops under 
full stringing tension, plus wind and ice loading. A specially designed groove in the clamp 
protects the polyethylene web while providing a secure grip over the messenger jacket. 
Fact: Strandvise’s short length allows placement of terminal at minimum standard distance 
from the pole . . . 14 inches less than some other methods. 

Fact: Reliable’s 1OOMA and 200M Ready Access Cable Terminals afford maximum ver- 
tical terminal block and loading coil mounting space. The inner sheath clamp provides a 
positive mechanical/electrical bond and easy installation. 

Fact: The Strandvise feed-thru feature eliminates the need for clearance space, as in wrap- 


ping. The ground wire can be attached right at the pole and not 24 or more inches away 
from the pole. 


In fact: Contact your Reliable representative or distributor 
and get all the details on our complete line of accessories for 
Figure 8 installations. For easy reference, send for the latest 
bulletin on all Reliable products used with Figure 8 cable. 


CTRIC COMPANY Franklin Park, Illinois 


A Symbol of integrity Since 1909 


MAY 12, 1962 





HONMS 
TELEPHONE COMPANY 
PRINTING KIT 


-, 31G | COM 
-24) $492| $493 sic | com 

| 
HOLD | 5491] 5492) §493/] $1G | COM 


7 wheels PRINT 


up to 7 numbers 
123-4567 
and these phrases: 


EXT. 7890 
HOLD SIG COM 


actual size and type face 


... On these telephone 
company cards and forms 


All Station Number Cards 
including ANC cards 


Designation Cards 
(Button Set Strips) 


Service Order Forms 
Index Cards 
Switchboard Strips, etc. 


The Homs Telephone Company Printing Kit, 
packed in high-impact polystyrene case 
with unique guide lid for station card print- 
ing, is so compact that installers carry it 
in their tool kits and print any card right | 
on the job. Eliminates service center de- 
pendence and gives faster, lower-cost cus- 
tomer service. Over 10,000 kits now in use! 


Write for further details or 


ORDER TODAY! «..., $19.50 


Plus 10% Federal Excise Tax 


Douglas Homs Company, Dept. TC 
1314 Rollins Road, Burlingame, California 
Area Code 415 342-5551 


“Building 


put simultaneously provides power to 
the battery via the charger and to the 
electrical load via a constant-voltage 
transformer rectifier and the static in- 
verter. 

In the transfer system, the ac input 
flows directly to the load via a static 
switch. Simultaneously, the ac input 
feeds a parallel battery charger which, 
in turn, charges a storage battery and 
maintains a static inverter in “stand- 
by” state. An outage trips the static 
switch into the inverter system with 
less than one cycle of power loss. 

The components include a static in- 
verter, battery, battery charger, and 
static switch. Request NP1885. 
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STARLITE FOR HOTELS—A Star- 
lite telephone with a Panelescent dial 
blank has been introduced by Auto- 
matic Electric for use by hotels and 


motels that prefer to have their guests 
place calls through a PBX operator. 

The dial blank glows with the same 
soft green light as the Starlite dial, 
and will last for years without main- 
tenance. This model of the Starlite tele- 
phone is available in the six regular 


| colors. Request NP1886. 


LEVELING DEVICE FOR LAD- 
DERS—The Bauer Mfg. Co. is display- 
ing its product, Level-Lad, which is 
described as compensating for uneven 
surfaces on which ladders are often 
used. 

Extension leg stabilizers are attached 
to the side rails at the bottom of the 
ladder, which is said to permit exact 
adjustment to varying surfaces. A lad- 
der so equipped can be used on sloping 
roofs with the bottom leg extended to 
compensate for roof pitch. It is used 
similarly on any surface where 
regularities are encountered. 


ir- 


Blocks’ 





A foot pedal is attached to a ladder 
shoe at the bottom of the device and 
the user pushes down on this pedal to 
extend the stabilizer to whatever ad- 


justment is necessary to maintain the 
ladder in level position. To disengage, 
a latch is touched with the foot, and a 
spring pulls the leg back up into 
normal position. 

Made of steel, cadmium plated, and 
sold by the pair, Level-Lad is said to 
fit any make and any type of ladder 
whether wood, aluminum, or Fiberglas. 

The device is attached by bolts 
placed through the ladder side rails. 
A template is furnished to locate the 
holes to be bored by the user. Request 
NP1887. 


TEST SET—A Wheatstone Bridge 
and Megger Insulation Tester in one 
compact, portable, test set—makes 
electrical resistance measurements 
from a fraction of an ohm up to 100 
megohms, according to the James G. 
Biddle Co., manufacturer. 

This test set combines the facilities 
of a “Megger” Insulation Tester and a 
Wheatstone Bridge together with the 
Varley Loop feature for locating faults 
on wires in signal and control equip- 
ment and fire alarm systems, for diag- 
nosing and helping locate grounds and 
faults on electrical power systems. 

The Bridge-Meg Insulation and Re- 
sistance Tester was designed to pro- 
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MAINTENANCE 


LIA Gooth Brite Keto 


: | 
. 


HANDY POLYETHYLENE CARRYING 
CASE 

DEGREASING SOLVENT REMOVES 
eleleje) Gi. lcmmell sam \, emi atl. 
EXTRA STRONG GLASS CLEAN 
FOR FAST, LASTING BEAUTY 
PRESERVES & POLISHES ALUMINUM 
OR ENAMEL BOOTH SURFACES 
CLEANS AND DISINFECTS RECEIV 
ERS & TRANSMITTER CAPS 
OU): ile Sitwell ici twee! mkela 4; 
RUBBER MOLDINGS 

REMOVES CORROSION, SALT SPRAY 
& OTHER OXIDIZING AGENTS 
CLEANS, PRESERVES, POLISHES RE 
CEIVER & INSTRUMENT CASE 

C ANING ACCESSORIES FOR FAST 
Y BOOTH MAINTENANCE 


fo) 18) 4-4 -10). i 4010) - ano 4 t=) = 0) | 10] =) A 11-10 Be) = 


MAGNOLIA CHEMICAL COMPANY, INC. 








SER 


PAY OFF 


e IN LOWER MAINTENANCE COST 
e IN INCREASED BOOTH USE 
e IN BOOTH INVESTMENT PROTECTION 


Booth maintenance becomes twice 
as effective in half the time. And 
Magnolia Booth Brite products pay 
a handsome dividend in protecting 
your booth investment, preserving 
its original beauty and presenting 
an attractive, clean and sanitary 
appeal to customers. 


booth matutenanc’ 
Mae made opel fe 
tie tluphont 


WRITE DEPT. 415 FOR COMPLETE BROCHURE 


8400 DIRECTORS ROW e P. 0. BOX 8043 @ PHONE: ME 1-4480 e 


CHICAGO, ILL LAFAYETTE, IND TAMPA, FLA LOS ANGELES, CALIF 


SALESMEN 
NEEDED 


We have several opportunities available on 
the East Coast, West Coast, and North Central 
Area for experienced telephone men who are 
familiar with Central Office Equipment. 


Previous sales experience is desirable, but not 
absolutely essential if you have a pleasing 
personality, a knowledge of equipment and cir- 
cuitry, and a willingness to work and travel. 
If this opportunity sounds interesting to you, 
please give us a letter containing a resume of 
your background and business experience, an 
annual earnings figure, and a snapshot you 
can spare. Replies will be held in strictest 
confidence. 


UNIVERSAL 


CONTROLS CORPORATION 
P. O. Box 13122, Dallas 20, Texas 


Manufacturers of Recording Traffic Analyzers, Computer Intercept, 
Ringing Converters, Digit Absorbers, and Other Equipment. 
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OF OTHER SPECIALTY ITEMS FOR THE TELE- 


LLAS, TEXAS PHONE INDUSTRY. 


ERIE, PENN 


NATCO CLAY CONDUIT 


Multiple Six-Way 


for 


PERMANENT PROTECTION 
OF UNDERGROUND CABLE 


Natco Clay Conduit is furnished in both single and 
multiple duct for the permanent protection of under- 
ground telephone, telegraph, signal, power and lighting 
cables against fire, corrosion, electrolysis, mechanical 
injury and chemical attack. Write for catalog. 


Yonae 


SINGLES TWO-WAY THREE-WAY FOUR-WAY NINE-WAY 


natco corporation 


327 Fifth Avenue, Pittsburgh 22, Pennsylvania 


ALSO 
ne 





| 
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fiberglass 
ladders 


are strong 


if they’re 
Alco-Lite 


Many models 
and Sizes 
available 


Non-conducting, non- 
absorbent, yet strong and 
light as an aluminum ladder! 
Power company tests indi- 
cate Alco-Lite Fiberglass 
Ladders extremely safe 
around high voltages. Resist 
chemicals, acids, gases, 
fumes, and moisture. 


Alco-Lite Fiberglass Ladders meet ASA 
Code Al4.2 for portable metal ladders. The 
wider side rails are SOLID fiberglass—not 
plastic covered soft wood. The wide steps and 
rungs are high tensile strength aluminum. 
More riveting and bracing throughout! 


Ladders safe, strong, more rigid, have longer 
life, because of exclusive design and construc- 
tion. Maintenance negligible. SEND FOR 
CATALOG! 


Original Manutacturer of ALUMINUM Ladders 


filuminum Ladder Co. 


West Darlington Street Ext. 
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| vide maintenance men with a complete, 


all-in-one instrument for electrical re- 


| sistance measurements. It weighs about 
| 14 pounds, has a self-contained hand 


’ 


generator and is said to be ready for 
service anywhere at any time without 


batteries or other outside source of 


power. Ratings are 500 and 1000 volts 
de. 

According to the company, it meas- 
ures conductor resistance from as low 
as .01 ohm to 999,990 ohms and insula- 
tion resistance from 10,000 ohms to as 
high as 1000 megohms. A rotary switch 
permits instant selection between in- 
sulation resistance and Wheatstone 
Bridge functions. Request NP1888. 

7 

TELEPHONE HANDSET—A tele- 
phone handset is being marketed by 
Electrospace Corporation, designed for 
intercom and telephone systems, and 
for citizen band, marine and aircraft 
audio equipment. 

Originally designed to meet perform- 
ance requirements of fixed and port- 
able military communication systems, 
and capable of operation under severe 
environmental conditions, this hand- 


set is said to provide an unusually 
high level of performance for commer- 


| cial applications at costs competitive 
with ordinary types. 


The company says the earphone and 


| microphone have frequency response 


of 300 to 4000 cps with impedance of 
300 ohms nominal and 40 ohms nomi- 
nal respectively. The optional double 
pole bar switch provides “press-to- 
talk” operation and activates the re- 


ceiver-transmitter circuit with mini- 
mal pressure at any point on the bar. 
It has a 1 amp. contact rating and of- 
fers operational life, proved in the field, 
of over 500,000 cycles. 

The retractile coiled cord extends to 
about 5 feet, contracts to 9 inches and 
has 7 spade lug terminations. The 
complete handset operates over a tem- 
perature range of —40 F. to +150 F. 
and an altitude range to 50,000 feet 
above sea level, according to the com- 
pany. Request NP1889. 

- 


MOBILE UNIT—A versatile mobile 
telephone communications system re- 
cently was delivered by Farinon Elec- 
tric Co. 

Designed and built for Southern Bell 
Telephone and Telegraph Co., this sys- 
tem constitutes a light-density micro- 
wave communications link complete 
with multiplexing facilities for 24 toll 
traffic telephone channels. It is in- 


tended as an emergency unit that can 
be moved whenever needed to restore 
service after a forest fire, flood, hurri- 
cane, heavy ice storm or similar emer- 
gency. It is, in effect, a small toll office 
on wheels. Of the four vans furnished, 
two are equipped as system terminals, 
the other two as repeaters. 

The system is in highway-type trail- 
ers of aluminum-covered structural 
steel, 8 feet wide, 24 feet long and 13 
feet high; complying with standard 
highway clearance requirements. Trail- 
ers are tandem-axle types for great- 
est towing flexibility. 

An unusual feature is the alumi- 
num tower which telescopes into a 18 
foot outer section which positions flat 
on the roof of the van while moving. 
This tower is hinged and can be swung 
into vertical position and its telescop- 
ing sections raised to 100 feet. 

All of the four trailers have forced 
air ventilation and dust filters, feature 
neat, well-lighted interiors and ample 
space to accommodate a three-man 
crew. 

Operating power may be obtained 
from local sources or from the diesel 
engine driven generating unit which 
is part of each van. 

Equipment includes microwave ra- 
dio equipment operating within the 
2110-2200 megacycle frequency band, 
also single-sideband, suppressed-car- 
rier multiplexing equipment and ac- 
cessories. Request NP1890. 
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replace with 
COMC0’s 
SPIRAFLEX" 
RETRACTILE 
HANDSET an 
CORDS @ 


WITH NEW SPECIAL GROMMET. 


The highly efficient grommet at the handset end of Spiraflex replacement 
cords prevents short-bending of the cord to insure long, noise-free 
performance. Spiraflex replacements are 3/C with miniature tinsel, PVC 
insulation, and are smaller diameter than the cords they replace. They are 
available in black or colors, to match any handset. _] Remember COMCO- 
foremost family of fine replacement cords...telephone, switch- 
board, operators... fast delivery of any quantity. Distributed and @) 
stocked nationally by Automatic Electric Sales Corp., Northlake, Ill. 
COMMERCIAL CORD COMPANY 
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Lu, COMPLET 
DIRECTORY 
SERVICE 


FROM START TQ FINISH, 
SUTTLE know-How MEANS 
BETTER PUBLIC RELATIONS 
AND More pRorit For YOU! 


Vhoue ov write 


See Gia | 


Eastern Div: LAWRENCEVILLE, ILL. Tel: 782 
Western Div: 7420 BEVERLY, OVERLAND PK, 
KANSAS Tel: 913 RA2-0070 


|} learned. Let’s face it, 


| Sanders 





IT’S NEWSII!! 


Relief is Here 


Sanitary and 
Long Lasting, Airy 
Light-weight, Low Cost 


COOL 
AIR-CUSHION 
Permits AIR to 

reach Head 


TELE-MUFF Jr. 
RELIEVES 
EAR PRESSURE 


Telephone Companies Contact Your Jobber 


TELE-MUFF CO. 
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IOWANS “FOCUS ON THE FUTURE” 


Concluded from page 27 


nothing gets 
done in government without politics 
playing a major role. 

“(6) Keep in close contact with local 
officials, legislators, and others em- 
powered to make decisions affecting 
the company’s welfare. Keep informed 
on community issues and problems and 
keep officials informed of the business 
viewpoint. 

“(7) Encourage community neigh- 


| bors to register and to be informed on 
| political issues and to vote.” 


The “Trading Post of Ideas” is a 


| popular feature of the annual meetings 


of the Iowa Independent Telephone 
Association. This year, Arthur W. 
of New London, first vice 
president of the association, presided 


| over the session at which the “Trading 
| Post” 


was featured. The round-table 
discussion covered a variety of topics, 
with discussion leaders in commercial, 


| plant, publicity, promotion and mer- 


chanding, tariff, toll compensation, 
traffic, and transmission and communi- 
cations improvement participating. 
Charles E. Agee of Des Moines, 
George Camden of New London, A. J. 
May of Grinnell, and M. R. Thompson 
of Toledo were participants in a “Sales 


|} and Merchandising Symposium” on 


the final day of the convention. 
Emmett Riley of Rockwell served as 
chairman of the REA telephone bor- 


| rowers conference. 


William F. Miller, secretary-treas- 
urer of the Iowa association, offered in 


| his report of the year’s activities a 
| challenge for members to take home 
| with them. Stating that he considers 
| the state’s association as worthy of a 

rating of “good”, he said he feels that 
| puts Iowans in a favorable position to 
| progress, or focus on the future. 


Mr. Miller added, however, “. . . The 
communications requirements of today, 
and the future, are a real challenge. 
Plastics . . . electronics ... jets... 
atomic power, automation, the con- 
quest of space—all of these and more 
have come about in a relatively few 
short years. Consider how many years 


| our civilization plodded slowly through 


what we call the machine age, and now 
these various new ages, telescoping one 
another in a matter of a few years. The 
challenge referred to is of a magni- 
tude never before faced by any of our 
predecessors in this business. If the 
favorable evaluation of your associa- 
tion is reasonably correct, as I have 
outlined it, to me, it simply means that 
we are in an above average position, 
and are organized and geared to focus 
on the future.” 

The Iowans wound up their 67th 


convention with the election of leaders 
for 1962-63. 

Re-elected to the board of directors 
were: Howard C. Amick of Des Moines; 
Earle G. Bellamy of Knoxville; Edward 
G. Carlson of Creston; Gene Dauben- 
diek of Jefferson; Arthur E. Long of 
Sloan; Clyde McFarlin of Montezuma; 
John J. McIntosh of Cedar Rapids: H. 
Filmore Melick of West Liberty; Harry 
Miller of Great Bend, Kan.; C. C. 
Pearce of Riceville; V. D. Peck of 
Primghar; A. W. Sanders of New Lon- 
don; Norwood Teal of Keosauqua; 
Harold Thompson of Clear Lake; L. E. 
Travis of Newton; J. L. Trevillion of 
Chariton; Joseph L. Van Horn of Grin- 
nell; Ross K. Vernon, of Sioux Center; 
Kenneth A. Young of Fort Dodge; and 
E. B. Zerwas of Manning. 

The directors elected these officers: 
President, Mr. Sanders; first vice presi- 
dent, Mr. Zerwas; second vice presi- 
dent, Mr. Travis; and William F. Miller 
of Des Moines, executive secretary- 
treasurer. 

Those named honorary directors 
were: W. H. Fowler of Pella; Henry B. 
Melick of West Liberty; and Loyd F. 
Morrison of Grinnell. 


Anaconda Elects Three New 
Vice Presidents-Marketing 

Three vice presidents have been 
elected by the board of directors of 
Anaconda Wire & Cable Co. 

The new officers are Frank B. Dick- 
ey, vice president-Magnet Wire Di- 
vision; Robert E. MclIlvane, vice presi- 
dent-Communications Product Divi- 
sion; and R. Bruce Van Wagner, vice 
president-Market Planning and Devel- 
opment. 

Mr. Dickey and Mr. MclIlvane, both 
formerly product managers, will have, 
under the vice president-marketing 
and sales, the full responsibility for 
the marketing of those products in 
their lines. 

Mr. Van Wagner, formerly marketing 
manager, will now be responsible for 
the development and planning of new 
markets to meet changing market con- 
ditions, the company said. 


West Coast Directories 
Have Pacific Theme 

A standard directory-cover design 
employing a Pacific Coast theme, was 
unveiled this month by the West 
Coast Telephone Co., Everett, Wash. 
The initial issue of the new four-color 
series went to some 5,900 West Coast 
customers in Oregon’s Union and Wal- 
lowa counties. 

The cover—featuring the Oregon 
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TRENCHES! EXCAVATES! 
BACKFILLS! LOADS! 


TRENCH: 

4" —12” Wide. 
LOADS to 
7'6". 
DRAWBAR 

to 2500 

Lbs. 


45" WIDE 


86" LONG 
(without Trencher) ae 


NOTHING LIKE IT ANYWHERE! 


Now one man does the work of several men and 
machines! Speedcat—America’s finest small crawler 
tractor—now comes with the latest in hydraulically 
equipped trenchers. Cuts those high hand-labor, sub- 
contracting costs! FEATURES: crawler digging- 
pulling power; compact size; hydraulically operated 
bucket, lift and trencher boom; special hydraulic for- 
ward drive for trenching. 


Write for Low Cost, Full Details 


SPEEDCAT TRACTOR DIVISION 


MEAD SPECIALTIES CO., DEPT. T-752, 4114 N. KNOX, CHICAGO 41 


TELEPHONE DIRECTORY 


A Directory for the 
Central Telephone Company 


Printed by 
R. R. Donnelley & Sons Company 


2223 South Park Way, Chicago 16 


MAY 12, 1962 


SPLICE ENCAPSULATION and 
CABLE PLUGGING SYSTEM 


Proven Method for use on all types of 
Multi-conductor Communications Cable 
Fire and Police Alarm Cable 
Traffic Control Cable 
Cathodic Protection Cable 
Co-axial and Video Pair Cable 
Railroad Signal Cable 


Can be used with 


LEAD and PLASTIC 
JACKETED CABLE 


PAPER, PLASTIC, PULP and RUBBER 
CONDUCTOR INSULATION 


Ideal for Aerial, Duct, Direct Earth Burial and 
Submerged Installations 


NEW Semper-Seal application 


q data and catalog information 


C&S PRODUCTS COMPANY 
Windsor Locks, Connecticut 
NAtional 3-2450 


1 © &S PRODUCTS COMPANY 
{Windsor Locks, Connecticut 
SEND ME the latest Semper-Seal information. 


Cig: Du ghee sees ORY Beek & peer erereeees teers seen nee e eee 





grape, the California golden poppy and 
the coast rhododendron of Washington 
in conjunction with a map of West 
Coast’s serving area—represents the 
company’s first standard directory of- 


TS PL ee NET eT 


fering. It will appear on directories to 
be issued later this year and early in 
1963 to other areas of the firm’s three- 
state system. 

West Coast Telephone serves nearly 
200,000 telephones in Washington, 
Oregon and California. Present plans, 
according to General Commercial Su- 
perintendent John Whittaker, call for 
the Pacific Coast theme to be contin- 
ued for the next five years, with sub- 
sequent issues depicting other features 
of the three states. 


Name Bailey President 
Of Royal Electric 

Appointment of Glenn W. Bailey as 
president of Royal Electric Corp., a 
subsidiary of International Telephone 
and Telegraph Corp., has been an- 
nounced by Harold S. Geneen, ITT 
president. 

Mr. Bailey formerly was director of 
manufacturing, planning and adminis- 
tration at ITT. 

Royal Electric, manufacturer of in- 
sulated telephone and electric wire, 
cable, and associated products is a 
member of ITT’s U. S. Components, 
Cable and Wire Group. 

Mr. Bailey joined ITT in 1960 from 
the Chrysler Corp., where he had been 
assistant to the vice president and 
general manager of the overseas divi- 
sion. Prior to that he was associated 
with the Curtiss-Wright Corp., The 
Ford Motor Co. and Thompson Ramo 
Wooldridge Inc. 

A native of Cleveland Heights, Ohio, 
Mr. Bailey holds a B.S. degree in 
mechanical engineering from the Uni- 


versity of Wisconsin and a masters de- 
gree from the Harvard Graduate School 
of Business Administration. He served 
as an officer in the U. S. Navy during 
World War II. 


Vernon A. Allan Vice President 
United Telephone Co. of West 


The promotion of Vernon A. Allan 
to vice president of the United Tele- 
phone Co. of the West, Scottsbluff, 
Neb., has been announced by Verne 
E. Hix, president. 

Mr. Allan began his telephone ca- 
reer at Newton, Ia., in 1938. He has 
held various assignments in account- 
ing, commercial and traffic depart- 
ments. Besides his work in Iowa, he 
was stationed at Southern Pines, N. C., 
and Warrensburg, Mo., before his 
transfer to Scottsbluff. 

He served during World War II in 
the U. S. Army Air Corps as a nav- 
igator. 

He will continue to fulfill his duties 
as assistant general manager and will 


Vv. A. ALLAN 


serve as assistant secretary and treas- 
urer of the company. 

The United Telephone Co. of the 
West is a part of the United Utilities 
System. 


Denmark Company Registers 
$15 Million Issue in U.S. 

Copenhagen Telephone Co., Den- 
mark, registered a proposed issue of 15 
million dollars sinking fund debentures, 
due 1977, with the Securities and Ex- 
change Commission on May 2. 

The underwriting group, the Wall 
Street Journal reports is to be headed 
by Smith, Barney & Co., Kuhn, Loeb 
& Co. and Lazard Freres & Co. 

A Smith-Barney spokesman said the 
offering is tentatively expected early 
in June. 


PANORAMIC 
“oe BT T= 


Voice Frequency Spectrum Analyzer 
and Measuring Set. 


SPECIFICATIONS SUMMARY 


Frequency Range: ; 

200 cps—4,000 cps, linearly — 
calibrated. Full range automatic 
scanning plus manual tuning. 

For VF telegraph system analysis, 
selectable scans +60 cps and 
+180 cps about each channel 
center from 255 cps to 3145 cps 


Scanning Intervals: 
0.6 to 3 seconds per scan 


Vertical CRT Screen Calibrations 
(uniformly spaced) 
Level and return loss: 0-10db, 
0-20db and 0-40db 
Impedance: 100-1000, 200-2000, 
and 400-4000 ohms; separate 
CRT reticule 


Generator Output: 
Adjustable +-10 dbm to —20 dbm; 
balanced @ 600 and 900 ohms; 
also <15 ohm input impedance. 
Flatness of response; +0.1 db 
re:1000 cps. 


Level Measurement Range: 
+20 dbm to —60 dbm @ balanced 
600 and 900 ohms; also >80 K ohm 
input impedance. Flatness of 
response; +0.1 db re: 1000 cps. 


Impedance Measurement Range: 
100 ohms to 4000 ohms. 


Return Loss Range: 
0 to —60 db, with internal hybrid. 
Input and Output Terminations: 
Types 241, 309, 310, plus twin 
binding posts, all multipled. 
Self-Checking Calibration References: 
400 and 2600 cps notch filters. 
For telegraph analysis, markers for 


each channel accurate within 
+1 cps and +0.2 db. 


0 dbm level; 200 cps to 4 KC 
0-10,000 ohm resistance, 
+1% accuracy 


Dimensions: 
10” w x 19%” h x 21” d approx. 
(incl. panel cover) 


elevtronics.inc. 


Formerly Panoramic Radio Products, Inc. 
564 South Fulton Ave. * Mt. Vernon, N. Y. 
OWens 9-4600 © TWX-MT-V-NY-5229 
Cables: Panoramic, Mt. Vernon, N. Y. State 





now!...there's a 
faster method to 
make these* 

: VF measurements 


for accurate 
date 


PANORAMIC’S MODEL PTT-1 
SPECTRUM ANALYZER & MEASURING SET 


Ce ss ee mere es sg be a 


Panoramic has been the pioneer and leader in pro- With Panoramic's Swept Band PTT-1 youcan... 
viding reliable swept band measuring and analysis 


instrumentation for a quarter century. >K CALIBRATE VF TELEGRAPH SYSTEMS 


[he PTT-1 is well suited to today’s stringent tele- within +1 cps and +0.2db. In frequency shift systems, e.g. #43a, 
phone system measurement requirements. Its capa- the mark and space tones are quickly analyzed, one or more chan- 
bility formerly required several instruments . . . and nels at a time. Also, ALL CHANNELS can be monitored in one scan, 
much more time. The PTT-1 includes a rapidly scan- pinpointing troubles at a glance. 

ning spectrum analyzer (automatic scanning frequen- 

cy selective voltmeter) for measurement of telegraph >K ANALYZE SIGNALS ON VF LINES 

and other VF signals. For level and impedance trac- Visually monitor the entire 200 cps to 4,000 cps band for noise, 
ing, a swept band signal generator and a receiver- cross-talk, distortion, power line induction, pilot tones or other 
indicator are included. The receiver tuning tracks the signals present on lines. 

generator output frequency. The PTT-1 receiver also 

tracks remote generators in straight-away transmis- >KTRACE TRANSMISSION LEVEL VS FREQUENCY 

sion tests. Operation is so straightforward that main- Measure insertion loss (or gain) Level calibrations directly calibrated 
tenance personnel quickly master its operation and re: 0 dbm; straight away point-to-point, and looped-back tests con- 
application. Its compactness and easy to carry form veniently made. 

factor make for convenient portability. 


telegraph 
Advantages of the PTT-1 include: >KPLOT IMPEDANCE — S0Sepe + 42fope 


tone 
@ Rapid, overall scans . . . faster than single frequency, Impedance vs frequency measured from 
point-by-point measurements. 100 ohms to 4,000 ohms with provisions 
@ Large, 4% x 5% inch, CRT with directly calibrated for quick comparison of two networks. 
overlay screen and adjustable grid illumination. Make 
permanent records of traces with snap-in pencil trans- >K CHECK RETURN LOSS 
parency tracings or Polaroid screen photos. Return loss vs frequency plots, 0 db to 
Internal references check calibrations of frequency, level —60 db; for rapid determination of line 
and impedance. Normally, no external references needed. unbalance at each frequency; providing * 
@ 40 db, 20 db and 10 db level ranges provide wide check on margin to “singing pelate”. 
range measurement or precise expanded scale read- 
ings. Uniformly spaced decibel calibrations (see screen ' Vy 
photos) facilitate measurement over entire screen area, on ‘ j | ' 7 
simplify interpolation and comparison of traces. FREQUENCY 
Calibrated manual tuning control permits stable single = FE | PTT-1 analysis shows telegraph tone 
frequency measurements. pip between marker pips. Total sweep 
width is 120 cps. Markers are spaced 
85 cps apart; 42.5 cps from channel 


/ } frequency. Tone pip may be brought 
a " into coincidence with left marker 
Write or phone today 3 


\ with Signal Deviation control for 
for complete details. 8 ext calibration within 1 cps. 

page bulletin on the 

PTT-1 is available 


upon request. an FREQUENCY 


electronics inc Telephene transmission line level vs. fre- 
e . 


y oom at > : — quency trace covers 200 cps to 4,000 
Applications Engineers cps. VF band, 0-40 db scale used. 0 dbm 
are _ always _available reference level and line insertion loss 
to aid you without ob- curve are traces on alternate scans. The 
ligation. Formerly Panoramic Radio Products, Inc. high persistence PTT-1 screen permits ac- 


curate comparisons. 
PANORAMIC ELECTRONICS, INC. VF line impedance plot from 200 cps to 4 


564 So. Fulton Ave., Mt. Vernon, N.Y. + Phone: 914 OWens 9-4600 kc. Ohm scale calibration used is from 400 > 
Cables: Panoramic, Mount Vernon, N.Y. State to GERD ohene Pm eats megan. 


FREQUENCY 





Prisiod oF 
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A complete 7telechone aweet 
‘i poblishiag service = 


UTAITIES CORP. 


off cex 


300 Montgomery Stree¢ 
San Francisco 4, California 
2911 Bond Street 116 South Rusk Street 
Everett, Washington Kilgore, Texas 


121 S. W. First Street 130 East Lime Avenue 
Beaverton, Oregon Monrovia, Califernia 





EXTRA Holding Power 


QUICKLY Installed 
TOUGH For long life 


EVERSTICK 
ANCHORS 


For new construction and maintenance 
—Everstick Anchors speed up work and 
provide dependable anchorage on all 
types of jobs. Made of resilient, rust 
resistant ‘malleable iron. The toughest 
anchors made. Write for bulletin. 


Lewis Named GD/T 
Manager of Contracts 
William C. Lewis has been appointed 
manager of contracts administration 
for General Dynamics/Telecommunica- 
tion, according to an announcement by 
T. C. Thompson, vice president-sales. 
Mr. Lewis joined Stromberg-Carlson, 


W. C. LEWIS 


predecessor to General Dynamics/Tele- 
communication, in 1929 in the payroll 
department and progressed through 
various accounting and sales positions 
before becoming assistant sales man- 
ager in 1946. 

After World War II, he received na- 
tional recognition as an expert in con- 
tract terminations having prepared a 
manual on this subject for Stromberg- 
Carlson. 

In 1948 he was named manager of 
the order department for radio and 
television and in 1952 became man- 
ager of contracts for the company’s 
electronics division. Since 1959 he has 
served as manager of air force con- 
tracts administration for the elec- 
tronics division. 

In his new position at General Dyn- 
amics/Telecommunication Mr. Lewis 
will be responsible for the administra- 
tion of all military contracts for Strom- 
berg-Carlson telecommunication equip- 
ment. 

He is a member of the Industrial 
Management Council and the Elec- 
tronics Industry Association. In the 
latter group he is serving as chair- 
man of a sub-committee studying the 
possibilities of wider use of incentive 
type contracts for military products. 


O. William Lindberg Joins 
Cook Electric Company 

O. William Lindberg has joined the 
Wirecom Division of Cook Electric 
Co. as sales engineer to cover the 
territories of Connecticut, Delaware, 


0. W. LINDBERG 


Maine, Maryland, Massachusetts, New 
Jersey, New Hampshire, New York, 
Pennsylvania, Vermont and Rhode Is- 
land. 

Before joining Cook Electric, Lind- 
berg was for 14 years a sales engineer 
for some of the nation’s top manu- 
facturers in the automotive and in- 
dustrial fields. 

He also served with the U. S. Marine 
Corps in the Ordnance Division, Quan- 
tico, Va. 


G&W Names Representative 
In Pacific Northwest 

G&W Electric Specialty Co. of Blue 
Island, Ill., has announced the appoint- 
ment of new sales representation for 
portions of the Pacific Northwest. 

Shaffer & Nelson, Inc., 1001 S. E. 
Water Avenue, Portland 14, Ore., rep- 
resents G&W cable devices and 
switchgear in the state of Oregon and 
the counties of Wahkiakum, Cowlitz, 
Clark and Skamania in the state of 
Washington. Travelling this territory 
for G&W will be John C. Shaffer and 
Merlyn L. Sypher. 


To Begin Is Good 


Well begun is half done—Horace. 





Electric Power and Communications 
Construction 


E. & C. CONTRACTING CO. 
Box 191 


Paoli, Indiana 
Phone 7821 


TUDOR AND YAGER, !NC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


TELEPHONY 





James Lobred & Co. 


the Negotiation of 
Purchase, Sale or Merger of 
Independent Telephone 


Companies 


1138 WOODWARD BLDG. 
WASHINGTON 5, D. C. 
MEtropolitan 8-1119 





THE 
MERICAN 6 
PPRAISAL 


COMPANY 


CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 
121 S. Pickney St. 


Telephone Alpine 6-0247 





J. C. BARNARD & ASSOCIATES, INC. 


Professional Engineers « Contractors 


OUTSIDE—INSIDE 
AERIAL—UNDERGROUND 


Complete Construction & Exgineering Services 
10065 Manchester Rd. © St. Louis 22, Mo. 
YO 6-2116 


Madison 1, Wis. 





Professional Engineers — Contractors 


Central Office Installation 
Cable Splicers, Plant Crews, Installer Repoirmen 


HENKELS & McCOY 
PHILADELPHIA, PA. 
1800 N. JOHNSON ST. 


IND. 
~ TELEPHONE: bes 


CO 4-1121 





SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Toll Separations—Plant, Traffic 


and Commercial Engineering 
176 West Adams St. 
Chicago 3, Ill. 


TELEPHONE CARRIER SERVICE 


P. O. BOX 1211 
CORSICANA, TEXAS 
AREA CODE 214 TR 2-1846 


ENGINEERING—INSTALLATION—MAINTENANCE 
REPAIR. CARRIER—MULTIPLEX—REPEATERS 


MAY 12, 1962 


Tel.: FRanklin 2-5924 





JACK PRUZAN COMPANY 
1963 First Avenue South 
Seattle 4, Washington 
Phone: MAin 4-6505 


Telephone Companies 
use DIRECTORIES 
produced 

by 


LELAND MAST 
DIRECTORY COMPANY 


GENERAL COMMUNICATIONS 
PRODUCTS, INC. 


Successor To 
Western Electric Co., Inc. 
In The Manufacture And Sale Of Train 
Dispatching And Associated Equipment 


P. O. BOX #53, TREVOSE, PENNA. 
PHONE EL 5-1333-34 


CABLE SPLICERS © LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY 

MIDWEST LOCATION 
The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


CABLE CONSTRUCTION CO. 


1512 Center S?. Tacoma, Washington 
ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


TELEPHONE CONSTRUCTION 
COMMUNICATIONS CONTRACTORS 
TV CABLE CONSTRUCTION 
CORCORAN CONSTRUCTION CO. 
Mankato, Minn. 

P. O. Box 104 Phone 8-5568 


RECONDITIONED Sherron Model 17-S Outdoor 
STEEL Telephone Booth—LIKE NEW—Finished 
in ALUMINUM to resemble the latest Alcoa or 
Reynolds Booths. Fully Equipped with latest 
modifications. Shipped Assembled. A $500.00 
Value at the LOW PRICE of— 


$195.00 Each. 
Complete. 
F F.0.B. Warehouse 


QUANTITY 


DISCOUNTS 
AVAILABLE! 





HERE’S A TIP 
FOR SPECIAL 
SOLDERING 
JOBS 


CARTRIDGE-HEATED 
SOLDERING IRON 


A Bell System standard, 
this revolutionary 
soldering iron works 
without electricity. 
Power source is an 
expendable thermit 
cartridge, furnishing 
over 800° (F.) for 
6 minutes. Five different 
tip sizes are available. An 
ideal tool for all line 
maintenance work. 


Write for descriptive details 
or consult your dealer. 


KEMODE MFG. CO., INC. 


151 West 18 St., N. ¥. 11, N.Y. 


eS 


co 





PUBLIC UTILITY CONSTRUCTION 


HARRIS-McBURNEY | COMPANY 


ESTABLISHED 1985 





1006 AIRPORT ROAD * JACKSON, MICHIGAN P.O. BOX 267 * TEL. 784-6126 


lr 


SADE 


Construction Crews 


& Station Installers 


7) 


A complete construction service for the telephone industry 


C.O. Installers Cable Splicers 


Cable Plowing Underground Duct Systems 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


HELP WANTED 


AMBITIOUS MEN qualified as Sta- 
tion Installers, Equipment Installers, 
Cable Splicers, Linemen. Work in Mid- 
west. Harris-McBurney Company, Inc., 
P.O. Box 267, Jackson, Mich. 


NORTH ELECTRIC central office 
equipment man. Middle aged. Pro- 
gressive pay increases. Full retirement 
paid. Write Public Service Telephone 
Co., Montrose, Mich. 








OFFICE MANAGER-CONTROLLER 
FOR TELEPHONE COMPANY. Tele- 
phone company located in the South- 
west needs good office manager-con- 
troller for a company of approximately 
4,500 stations located in a town of 10,- 
000 population. Must have good tele- 
phone accounting background as well 
as being able to supervise employees. 
All replies confidential. Write Box No. 
101, c/o TELEPHONY. 


TELEPHONE MEN 
Switchmen 


We have openings for two (2) switch- 
men who are interested in career 
opportunities offered by our company. 
Especially interested in applicants with 





Experience with Automatic Toll Tick- 
eting Equipment and Carrier also help- 
ful. Reply with resume to: Director 
of Personnel, General Telephone Com- 
pany of Upstate New York, Inc., 6 
Church St., Johnstown, N. Y. 


| trative ability, 
Step and TWX training or experience. 


HELP WANTED 


| TELEPHONE ENGINEER with EE | 


wanted by manufacturer of telephone 
equipment. Position requires broad 


knowledge of inside and outside plant. | 


Salary is open with stock participation. 
We also seek a National Sales Man- 
ager for telephone products. 


VA. 


MANAGER FOR 7 EXCHANGES. 
Dial System, located at La Center, Ky. 
Must have administrative ability to 
achieve and maintain efficient opera- 
tions and develop sound expansion 
programs. Ability to hire, train and 


direct personnel in all phases of tele- | Write Old Nauvoo Antiques, Nauvoo, 


| phone operations. Technical, plant and | 


commercial knowledge and experience 


required. Replies confidential. Please | 
| write Wilson Rudolph, president, Bal- 
| lard Rural 


Telephone 
Corp. Inc., La Center, Ky. 


Cooperative 





MANAGER FOR OPERATING TELE- | 
PHONE COMPANY. All major con- | 


struction completed. One dial exchange 
serving 440 stations, 60 miles north 
of Des Moines, Ia. Must have adminis- 
technical, plant and 
commercial knowledge. Write for ap- 


ication blanks, R. E. A. Form 328. | ; 
= e | WANTED—as disconnected from serv- 


Send complete resume and salary ex- 
pected in first letter. Replies confiden- 
tial. Closing date for application May 
25. Write: Mr. Howard Williams, Stan- 


| hope, Ia. 


STOCK LIST NUMBER NINETEEN 


Case, 
Jack, 
Jack, 
Jack, 
Jack, 
Jack, 


Telephone A.E. type 50 Wall type telephone 
Spring $.C.4127 on +90 Mtg. (20 Per) 
Lamp S.C.4121 on +83 Mtg. (20 Per) 
Spring A.E.2442428-EO (20 Per) 

Lamp A.E.3¢42431-F (20 Per) 

Lamp A.E.442431-G (20 Per) with busy Designation (New) 


(New) 
(new) 
{New ) 
(New) 
(New) 


Jack, Lamp A.E.242431-C (10 Per) with busy Designation (New) 
Protection, Central Office A.E.4+676 type 13 pair complete (New) 
Protection, Central Office Cook +100 type 20 pairs 


complete 


(Recond) 


Switch, Selector Federal +SA-10344-A Late type 


Not digit-absorbing 


(Very Good) 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 Kinnear Road 488-0655 (Area Code 614) Columbus 21, Ohio 


Write | 
ORBIT INDUSTRIES, INC., VIENNA, | 


| TELEPHONE COMPANY with 2500 
stations or less. Will keep management 


| PHONES, 





| selection, 


HELP WANTED ~~ 


SWITCHMAN—with a minimum of 
four years step-by-step equipment 
maintenance experience. California 
Water & Telephone Co., San Fernando, 
Calif. Tel: 213-365-8282. 


WANTED TO BUY 


and personnel, if desired. Send your 
reply to Box No. 4693, c/o TELEPHONY. 





LARGE QUANTITIES WALL TELE- 
candlesticks, etc. Highest 
prices and quick service in Midwest. 


Ill. 


WANTED ALL MAKES OLD 


| TELEPHONES—our truck will pick up 


and pay you Cash on the spot. Tele- 
phone Co., Turtle Lake, Wis. 





TELEPHONES—all types—any con- 
dition, candlesticks, wall sets, etc. 
Write advising quantities available. 
Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 





ice—large quantities 300 Series West- 
ern Electric telephones; 500 Series 
Western Electric and Kellogg; 1500 Se- 


| ries Stromberg-Carlson. Contact Ma- 
| jor Anderson, Anderson Telephone & 
| Electronics, 2511 W. Jean St., Tampa 
| 4, Fla. Tel: 876-4630, 877-2998. 


FOR RENT 


SUMMER CAMP FOR RENT—Rox- 
bury, Vermont, 17 miles south of Mont- 
pelier. Living room, 3 bedrooms, bath. 
Phone, hot water, power. 130 wooded 
acres with brook. Telephone personnel 


| preferred. Inquire H. Bartelink, North- 


east Electronics Corporation, Concord, 
N. H., Area Code 603, 225-6641. 


FOR SALE 


| LIKE NEW 901—Wall or desk Mag- 
| neto telephones with Koiled Kords and 
connecting blocks; $15.00 each. Write 
| Telephone Co., Turtle Lake, Wis. 





USED CENTRAL OFFICE EQUIP- 
MENT by the pound, Automatic Elec- 
tric, Federal, North MCX, switches, re- 
lays, etc. “Grab Bag Special”—will 
ship as near to what you order as 
available, 500 pounds our selection, $60 
crated, FOB Erie. Larger quantities or 
you can name preferred, 
cheaper. EMPIRE, P. O. Box 1054, Erie, 
Penna. 


TELEPHONY 





FOR SALE 


COMPLETELY RECONDITIONED, 
FULLY GUARANTEED Automatic 
Electric standard type dials, $2.75 each, 
Automatic Electric Type 40 telephones, 


$5.75 each. San-Bar Electronics Co., 626 | 


N. Brookhurst St., Anaheim, Calif. Tel: 
PR 6-3950. 





NORTH ELECTRIC CX200 SWITCH- | 
BOARD EQUIPMENT complete with | 


170 lines, 19 links, 6 toll trunks, 6 EAS 
trunks, 
teries and main frame with protect- 
ors. This equipment is eight years old 
and is available now. Contact J. S. 
Stoddard, manager, Piedmont Rural 
Telephone Cooperative, Inc., P.O. Box 
641, Laurens, S.C. Tel: MU 2-3000. 





WANT OFFER: 314,000 lbs. domestic | 


steel core (telephone) wire, CFI, Beth- 
lehem and U.S., 160/190,000 tensile, 
galvanized, 9/10 and 10-1/2 gauge, 
steel strapped. L. Nabut, 2185 S. E. 
Harrison St., Portland, Oreg. Tele- 
phone: CA 717-1717 or BE 5-5137. 


AUTOMATIC ELECTRIC CONNEC- 
TORS 235478A, new; A. E. Connectors 
235092A, used; A. E. Selectors ZA- 
532087-2C, new; A. E. 
205045A, used. Self aligning line 
switches, Exide battery charger #TR- 
24-1-12, Exide batteries #E.O.P.11. 
Holtzer-Cabot inverted rotary con- 
verter, 
4686, c/o TELEPHONY. 





NORTH CX 60 TO 200 SWITCH- 
BOARDS. Reconditioned and modern- 


ized with all necessary equipment to | 
(7 Digit | 
Dialing, Intercept, Selective Ringing.) | 


meet your requirements. 
New switchboard guarantee. Delivery 


90 to 180 days. Call or send your re- 


quirements to Communication Division, | 
Universal Controls Corp., P. O. Box | 


13122, Dallas 20, Tex. 





1 NORTH ELECTRIC MCXR 10,000 


MCBERTY COMMON CONTROL TPL | 


SWITCHBOARD; 1,200 lines wired and 


equipped (11% trunking); 28 trunk se- | 


lectors; 53 second selectors; 20 paysta- 
tion lines; 50 intercept lines to Mohawk 
message repeators; 10-party decimonic 


full coded ringing with Lorain K5 sub- | 


cycle dual timers, tones, and interrupt- 


ors; Exide batteries and racks; “A” | 


type mainframe to terminate 3,000 
cable pairs and 1,200 switchboard lines 


on Cook 3,800 type protectors. Will sell | 
or trade stock, available now. Call or | 
write C. W. Pickelsimer, Jr., Citizens 

Telephone Co., P. O. Box 348, Brevard, 


N. C., (Area Code 704) 883-4161. 





12 amp Lorain charger, bat- | 


** TELEPHONES REPAIRED 


All phones completely reconditioned 
Workmanship & materials guaranteed 
Prompt Service 


TELE-SERVICE CO. 
Box 383, Kevil, Ky. 462-6666 


*65.° 


TELKOR, INC. 
ELYRIA, OHIO 


OK 


RELAY 
RACKS 


Yx 119” 
Standard 


AMCRECO: Poles, crossarms, lum- 
ber, conduit. Pressure treated; 
all standard specifications. Stocks 
maintained. 


AMERICAN CREOSOTING CORPORATION 


112 S. 5th St. Louisville 2, Ky. 
CREO & PENTA 


TREATED PO LES 


‘from the Nation's Largest Plant*’ 


DIERKS FORESTS, INC. 
NA 3-7766 Hot Springs, Ark. 





Selectors | 





POLES 


type QD-15. Write Box No. | 


Cascade Pole Co., P.O. Box 743, Tacoma, 
Wash.—Creosoted Douglas Fir and Cedar 
Poles. 


Cc. M. Christiansen Co.—Northern White 
Cedar Poles, Pentachlorophenol treated. 
Plant and Yards, Phelps, Wis. 


Eppinger & Russell Co., 80—8th Ave., New 
York 11, N. ¥.—Poles—Creosoted, Penta, 
og aaa Plants: Norfolk, Va., Edding- 
ton, Pa. 


international Creosoting and Construction 
Co., Galveston, Texas—Creosoted Southern 
Yellow Pine Poles. Plants, Beaumont and 
Texarkana, Texas. 


International Paper Co., Wood Preserving 
Division—926 Grand Avenue, Kansas City, 
Missouri—“‘LONG-BELL” pressure- treated 
Southern Pine and Douglas Fir Poles— 
Creosote ar Penta. 


Piedmont Wood Preserving Company— 
Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. Ya 
— West Virginia and Connecti 
Address inquiries to Box 1662, Spartan- 
burg, S. C. 





10 MODEL “D” CABLE SPINNERS, | 
Used—manufactured by General Ma- | 


chine Co., $100.00 each. Gordon Bros., 
1334 W. Lake St., Chicago 7, Ill. Phone: 
HAymarket 1-5940. 
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Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted Southern 
Yellow Pine and Douglas Fir Poles. Can 

| also treat with “Penta.” 


FOR SALE 


NEW SURPLUS BARGAINS—100 line 
distribution frames, with coils, blocks, 
rings. Cable dehydrators, automatic, 


| portable or pole mounting. AECO dial 


type watchman’s service system. Re- 


| lays, manual, dial. Protector blocks. 


| USED EXCELLENT CRATED—Holt- 


zer-cabot ringing machines’ type 
HD. C.O. DTA frames. 19 inch relay 
racks. Strowger central office type 20 
framework, connectors, selectors, line- 
finders, repeaters. 12 cells Gould bat- 
teries 520 amps. 200 line dial PBX 
system North Mcberty, new spares. 


| Manual switchboards, repeaters, ring- 


: 


ers, wall phones. Write: Henry Vester, 
3220 E. 29th St., Kansas City, Mo. 


LOADING COILS surplus 
save about 2 


genuine W.E. #632 88MH coils 


each coil and case tested before 
resealing. Lead stubbed cases equip- 
ped with valve and pressurized with 
nitrogen gas. 

Plastic stubbed cases epoxy-sealed 


—hundreds in use—by large & small 
independent companies 


Aerial (pole or strand) 
Burial (manhole or earth) 
_ also 
Splice case types 


Let us quote on your needs 
Cable terminals (protected -non) 
complete satisfaction guaranteed 


TELECTRIC 


1218 Venice Bivd. e Los Angeles 6, Calif. 
DDD 213 Richmond 8 2249 


1 ED cisanine too 
aN CLEANING TOOLS 
@ Extend contoct life and reduce contact failure. 
@ No residue; no filings; no grit; no dust; no film. 


| @ Economical—flexible—i nsulated. 


| carrying case. Samp 
| trial package of 10— 


| 1000 and up — 22¢ each. 


. of contocts —S>. 


NO. 3-316 


3” long, %" wide x .007" 
thick. Each tool in vet 
e 


VEST POCKET TYPE 

With 6 Replaceable Blades 

4%" long x %" dia. — 

Dielectric black plastic 

handle and cap. 

CB-5 with 6 blades 1%" 
Ke" x 007" thick 

$3.80 


$3.50. 
50 to 950 — 24¢ each. 


N-318—Heavy duty type with greater contact burnish- 


| ing area. Blade is V4"' wide, .010” thick and 34%" long. 
| N-318—Standard package 50. 


Price 50 or more 


| N-318$-10—Trial package of 10.... 


P. K. NEUSES, INC, Write for catalog 


511-19 N. Dwyer St. Arlington Heights, III. 


CONSTRUCTION COMPANY 


M t . 





Index to ADVERTISERS 


Acme Visible Records, Inc. 
Acoustics Development Co. ........ 
ADC Products 
Alphaduct Wire & Cable Co., The .. 
Altec Lansing Corp. 
Aluminum Company of America .. 
Aluminum Ladder Co. 
American Appraisal Co. 
American Creosoting Corp. 
American Steel & Wire Co. ...... 
American Telephone & 

Telegraph Co. 


Anaconda Wire & Cable Co. ...... 


Arps Corporation 
Arrow Fastener Company 
Automatic Electric Sales 
SOS sacteare wine a b-a8 4-5, 8-9, 
Saher Advertising Specialties, 
Walt. 
Barnard & Associates, Inc., J 
Bartlett Tree Experts 
Bell Telephone Laboratories, Inc. .. 
Benner-Nawman, Inc. 
Berry & Co., L. 
Bethlehem Steel Co. 
Bishop Mfg. Co. 
Bohnsack Equipment Co. 
Brady Co., W. H. 
Brand, Wm.—Rex Div. 
Buckeye Telephone & 


PIE ac sr arucgin's 0 Vibe hos Suh’ 41, 6 


Budelman Electronics Corp. 
Burgess Manning Co 
B. Y. Dial Service 
C&D Batteries, Inc. 
Cabaniss-Pogue Co. 
Cable Construction Co. 
Cable Spinning Equipment Co. .... 
Calculagraph Company 
C&S Products Inc. 
Chance Co., A. B. 
Chevrolet Div. of General Motors .. 
Chicopee Mills Inc. 
Cleveland Ins. of Electronics 
Coates Field Service, Inc. 
Collins Radio Co. 
Colorado Fuel & Iron Co., The 
Commercial Cord Company, Inc. ... 
Communication Equipment & 
Engineering Co. 
Cook Electric Company 
Copperweld Steel Co. 
Corcoran Construction Co. 
Be eee 
Cushman Motors 
Davis Construction Co. 
Davis Mfg. Co., Inc. 
Deere & Co. 
Delco Radio, 
Div. of General Motors .......... 
Dial Haven, Inc. 
Dierks Forest, Inc. 
Dillon & Co., vn ie 
Donnelley & Sons Co., R. R. 
Duo-Safety Ladder Corp. 
DuPont de Nemours & Co., E 
E. & C. Contracting Corp. 
Electronic Controls Inc. 
Everstick Anchor Co. 
Exide Industrial Div. 
Floor-Con 
Ford Motor Co., The 
Gagne Enterprises, Inc. 
Gans Surplus Tire Co. 
General Cable Corporation 
General Communications 
Products Inc. 
General Electric Company 
General Machine Products Co., Inc. . 


General Telephone Directory Co. .. — 
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General Welding, Inc. 

Gertsch Products, Inc. 

Gladwin Plastics, Inc. 
Gould-National Batteries, Inc. 
Graybar Electric Co. 

Greenlee Tool Co. 

Hallamore Electronics Co. 
Harris-McBurney Company 
Henkels & McCoy 

Highway Trailer Industries 
Hirsch Organization, Inc., Gustav .. 
Hitachi, Ltd 

Holan Corp. 

Homs Company, Douglas ......... 5 
Hughes-Keenan Div. 

IBM 


Indiana Steel & Wire Co. 
International Teletronics Inc. 
Irwin-Auger Bit Co. 


ROA, 2a Files a entedces oeees 28-29 


Johns-Manville Corp. 
Justrite Mfg. Co 
Kearney Co., Jas. R. 
Kelley Products — 
Kemode Manufacturing Co., Inc. ... 5§ 
Keystone Steel & Wire Co. — 
Killoren Company 
Klein & Sons, Mathias 
Knapp Mfg. Co. 
Koppers Co., Inc. 

Wood Preserving Div. 
Kwal Paints, Inc. 
Lenkurt Electric Co. 
Lindsay Telephone Supply Co. 
Lobred & Co., James ............. &§ 
Lorain Products Corp., The 
Lynch Communication ‘Systems, 

Inc. 
Magnolia Chemical Co., Inc. 
Mast Directory Co., Leland ....... 
McCabe-Powers Body Company 
McGrath Engineering Inc. 
Mead Specialties Co. 
Monarch Molding, Inc. 
Monsanto Chemical Co. 
Morrison-Pelsue Co. _ 
i ee a rr 51 
National-Standard Co. 
National Telephone 


SON. a cus o Hes oo aa Back cover 


Neubauer Manufacturing Co. 
Neuses, Inc., P. K. 
North American Philips Co. 
North Electric Company 
Northeast Electronics Corp. 
Olin Mathieson Chemical Co. 
Onan Division, 

Studebaker-Packard Corp. 
Orangeburg Mfg. Co. 
Orbit Industries, Inc. 
rE EEG MND. | Saas die ae wees 
Panhandle Electric Sales, Inc. 
Panoramic Electronics Inc. ......56- 


WESTERN REPRESENTATIVE 
McDonald-Thompson, Inc. 
625 Market St., San Francisco, 

Cal. 
3727 W. Sixth St., Los Angeles 
840 Lincoln St., Denver, Colo. 
National Bldg., Seattle, Wash. 
3217 Montrose Blivd., Houston, 
Tex. 
2727 Oak Lawn Ave., Dallas 19, 
Tex. 
2035 S. W. 58th Ave., Portland 1, 
Ore. 


Parsons Company 
Petersen Engineering, Inc. 
Phelps Dodge Copper 
Products Corp. 
Precision Multiple Controls, Inc. .. 
Preformed Line Products Co. 
Pruzan Company, Jack 
Puregas Equipment Corp. ......... 
Radio Corporation of America .... 
Radio Frequency Laboratories .... 
Railway Communications, Inc. 
Radiation Inc. 
Rawlplug Co. Inc., The 
Recordak Corp. 
Reliable Electric Company 
Republic Creosoting Company 
Rezolin Inc. 
Rockwell Products Corp. 
Rohn Manufacturing Co. 
Rolatape, Inc. 
S & G Manufacturing Corp. 
Schauer Mfg. Co. 
Seymour Smith & Son 
Sherron Metallic Corp. 
Sierra Electronics Corp. 
Sloan, Cook & Lowe .............. 
Stahl Metal Products ............. - 
RUIN IIR on vk oo vscachic ois os wince 
Stewart Brothers 
Stromberg-Carlson® Products, 
General Dynamics 
Telecommunications 
Studebaker-Packard Corp. 
Superior Cable Corporation 
Suttle ees Corporation 
T.E.I. Corp. 
Telectric Co. 
Tele-Muff Co. 
Telephone Cables, Ltd. 
Telephone Carvier Service 
Tel-Plastics, A Div. 
of Woodman Co., 
Tele-Service Co. 
Teletype Corporation 
Tele-Wire Supply Co., 
Telkor, Inc. 
Terado, Company 
Thornhill Publishing Co. 
Transandean Associates, Inc. 
Trans-Technion, Inc. 
Trepac Corp. of America 
Tudor & Yager, Inc. 
Union Carbide Plastics Company .. 
U. S. Cable Constructors, Inc. 
United States Independent 
Telephone Association 
United States Instrument Corp. ... 
United States Motors Corp. 
United States Steel Corp. 
American Steel & Wire Co. 
Universal Controls Corp. 
Utilities Contracting Corp. 
Utility Equipment Co. 
Utility Products Co. 
Utility Service Co., Inc. 
Utility Tool & Body Co. 
Vermeer Manufacturing Co. ...... 
Warren Mfg. Co., The 
Webster Electric Co. 
Weikel Line Company ............ 
Welding Service 
Western Electric Company 
Whitney Blake Co. 
Williams Inspection Co., Inc., 
Willys Motors, Inc. 
Winders & Geist, Inc. 
Wiremold Co., The 
Wyoming Valley Equipment Div. .. 
York Body, Div. of 
Pitman Mfg. Co. 


TELEPHONY 





‘MUNICIPALITIES —__ 


& 





U. $. MOTORS 


gen-air 


portable generator-heater-blower 


Lightweight GEN-AIR is especially designed 
for communication system personnel per- 


forming manhole or sewer work. Versatile _ 


GEN-AIR provides electric power and fresh “ 


3. 
heated or unheated air, whichever the con- 


dition requires. On the power side, the unit 
furnishes 800 watts of 115 volt AC power. 
Ventilation air delivery is varied by an ad- 
justable damper, and heat output, by a fuel 
valve. Construction is rugged and protective 


— operation, simple and convenient. 


Chicago, Ill. 

Dallas, Tex 

Denver, Colo. 
Detroit, Mich 
Jacksonville, Fla 
Jersey City, N. J 
los Angeles, Calif. 
Portland, Ore. 

San Francisco, Calif. 


Authorized Sales and Service Representatives in 


OSHKOSH 
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Nicopress insulated splicing 
Sleeves for rural and urban 
multi-distribution wires 


With this Nicopress D17 Tool and Nicopress Insulated 
Splicing Sleeves there is no need to tape splices to keep 
out moisture. The plastic sleeve within the outer copper 
jacket fully insulates the inner conductivity splice and 


seals the splice from air and moisture. 


Nicopress Sleeves are available in three sizes for 
multi-distribution wire: 19 awG, 22 AWG, and 24 AwG. 


One Nicopress D17 Splicing Tool fits all three sleeves. 


5100 SUPERIOR AVENUE © CLEVELAND 3, OHIO 
Canadian Mfr.—N. SLATER CO., LTO., HAMILTON, ONT, CANADA 


' Export Distributor—iINTERNATIONAL STANDARD ELECTRIC corp., new York, 
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